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Studebaker Pre-View 
It Takes Nerve 
Soap Boxes Win 

MacManus Makes Change 


see 
By 


Chris Sinsabaugh 


F THE PAUL PRYS and the 

Peeping Toms can believe what 
they saw at South Bend Thurs- 
day, there’s a blessed event in the 
offing. By which is meant that 
Studebaker is just about ready to 
pop its new stuff. While the ex- 
act date cannot 
be divulged at 
this writing, still 
I’m looking for 
the formal 
debut about the 
middle of Sep- 
tember, which 
will make 
Studebaker the 
first factory to 
announce a 1937 
model. By that 
time its dealers 
will be well stocked and the 
shooting can start. They’ll need 
‘ the new stuff, for business has 
been so brisk that the bottom of 
the barrel has been reached and 
1936 cars have been pretty well 
cleaned out by everyone con- 


cerned in the national operations. 
* * * 


Paul Hoffman 


WE OF THE PRESS saw the 
’37 line and got an eyeful. But 
lips are sealed as to what the 
cars look like, but you can take it 
from me that Chief Engineer 
Ralph Vail has done a job which 
makes Studebaker’s president, 
Paul Hoffman, mighty proud. 
Several unusual features have 
been put on and with that I will 
have to ask you all to wait for 
the announcement for further de- 


tails. 
7” * * 


THE NEWSPAPER party 
Thursday brought tegether a most 
representative lot of automobile 
editors, among them being Pink- 
son of the San Francisco Chron- 
icle, Rosenthal of the Oakland 
Tribune, Spearing of the New 
York Times, Pierce of the New 
York Herald-Tribune, Sullivan of 
the Boston Globe, Hastings of 
the Canadian Motorist, Jenkins 
of the Chicago Daily News, Rod 
Vandivert of the Chicago Herald 
and Examiner, Curry of the Flint 
Journal, Bill Sturm of the New 
York News, Watson of the De- 
troit News, Roy Reed, St. Louis 
Globe-Democrat, et all and 
others. 

7 * * ok 

MORROW KRUM threw a swell 
and unusual party, starting at the 
proving grounds where several of 
the new cars were stunted to 
demonstrate their stamina. 
of us shuddered when a dare- 
devil driver deliberately “rolled” 
the car on the concrete track. 
Over and over it rolled, coming 

(Continued on Page 20, Col. 1) 
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NEW WILLYS SET-UP 


Factories - Report 
Labor Stability 
Holds in Summer 


DETROIT.—July reports 
from all U. S. automobile 
and body plants, received 
by the Automobile Manu- 


facturers Assn., show the 
unprecedented job stability which 
has characterized recent opera- 
tions of the industry was carried 
into the summer. Moreover, 
average employment for the 1936 
season to date is above the 1929 
level. 

During July 345,000 persons 
were at work despite the fact 
that several plants had closed 
down for retooling. This figure 
compares with average employ- 
ment of 363,000 during the nine 
months since November, 1935, 
when the 1936 models were intro- 
duced. The July figure is within 
8 per cent of the peak employ- 
ment for this period. In contrast 
with this small range of varia- 
tion, retail sales have fluctuated 
in the same period from 217,000 
ears in February to 460,000 in 
April, an increase of more than 
100 per cent from bottom to top. 

That a level trend of factory 
jobs was maintained in the face 
of wide changes in sales volume 
means that the manufacturers 
and their dealers protected the 
factory employes from nine- 
tenths of the shock of seasonal 
variation in retail demand. This 
was accomplished through the 


(Continued on Page 21, Col. 1) 


American Road 
Builders Show 
Is Set For Jan. 


WASHINGTON.—For the first 
time in the 34 years’ history of 
the American Road _ Builders’ 
Assn., the highway industry and 
profession will hold its next an- 
nual convention and exhibit in 
the deep South, with New Orleans 
selected as the convention city 
for the highway conclave that 
will be held during the week of 
Jan. 11. 

Announcement of the selection 
of New Orleans for the 1937 high- 
way meeting was made this week 
by Charles M. Upham, engineer- 
director of the ARBA, following 
a series of conferences among 
members of the association’s con- 
vention committee. Upham said 
the 1937 convention program will 
be the most comprehensive in the 
association’s history. The progrant 
will not include a heavy-equip- 
ment road show, but there will 
be booth exhibits of models of 
machinery produced by manufac- 
turers of highway equipment and 
of highway materials. 





Jobs Above 1929 Level 


WINNER AND RUNNERS UP: Herbert E. Muench, St. Louis, 
Mo. (left) winner of the International Soap Box Derby is being con- 
gratulated here by M. E. Coyle, president of Chevrolet. Next to Coyle 
is Harold Hansen, White Plains, N. Y. and at the extreme right Nor- 
man Neumann, Pretoria, South Africa. Muench won the All-American 
race and the International trophy and Hansen placed second in both 


events. 


Four Gusciie Makers Report 
Increased Profit Per Unit 


NEW YORK.—Sales volume of 
the smaller automobile manufac- 
turers during the June quarter 
reached a point which resulted in 
a sharp gain in net income for 
these companies, says the Wall 
St. Journal. While the aggregate 
gain in unit sales of six repre- 
sentative companies during the 
second quarter was only 25,884 
units or 30 per cent over the first 
quarter, aggregate net income of 
this group increased $3,969,000 or 
425 per cent over the preceding 
three months. 

Although Auburn and Graham- 
Paige are still operating in the 
red, Hudson, Nash, Packard and 


The Top Ten 
Passenger Cars 


First Ten in Registrations 
as Reported in ADN Today. 
1936 1935 
Pos. Make Pos. 


1—587,664 Chev. 354,097— 
2—464,688 Ford 538,378— 
3—290,429 Plym. 237,031— 
4—145,452 Dodge 107,430— 
5—119,347 Olds. 89,243— 
6—102,425 Pont. 84,037— 6 
7— 90,223 Buick 37,686— 8 
8— 61,579 Huds.* 44,999— 7 
9— 38,389 Stude. 23,114—10 
10— 33,984 Chrys. 26,587— 9 
*Includes Terraplane. 


Total All Makes 


2,060,252 1,627,990 
See Total Registrations to Date, 1936, 
1935, pages 24 and 25, this issue. 


Studebaker show a sharp gain in 
profits which would seem to indi- 
cate that these latter manufac- 
turers have finally reached the 
point from which any further in- 
crease in sales would bring about 
the return of a substantial part 
of their former earning power. 


Increased operating efficiency, 
together with a reduction in pro- 
duction costs during the depres- 
sion years, have resulted in a 
marked . reduction in the pay 
point at which these companies 
can operate. Profit per car in- 
creased substantially during the 
second quarter over the initial 
three months and this occurred 
in face of a relatively small gain 
in unit sales volume. The aggre- 
gate profit per car during the 
first three months of the year 
was only $11, but this was raised 
to $45 per car in the June quarter 
despite the fact that two com- 
panies in the group continued to 
show a loss for the latter period. 

Illustrating the rapidity with 
which profits rise after sales 
volume moves beyond the pay 
point, Hudson’s net income in the 
June quarter increased $96 for 
each unit gain over the first 
quarter, while Nash’s net in the 
second quarter increased $65 for 
each unit gain over the first 
quarter. Reflecting the sale of 
cars in a higher price field Pack- 
ard increased its net income $341 


for each unit gain over the initial. 


quarter, while Studebaker’s net 
jumped $153 on each unit gain in 
sales over the March quarter. 


1937 Schedule 
Calls for 70,000 
Units at Profit 


Future of Old Firm To 
Be Decided at An 
Early Date 


TOLEDO, O.—Hearing of 
the plan for reorganization 
of the Willys Overland Co. 
which began in Federal 
Court here Friday, is ex- 
pected to be completed Sat- 
urday morning with the 


court’s decision probably 
following early next week. 

David R. Wilson, president of 
Willys Overland, testified this 
afternoon that by his plan the 
company can manufacture and 
sell 70,000 cars during the next 
year at a profit estimated at ap- 
proximately $1,625,000.00. 

The only objection to the plan 
filed with the court was one by 
the county officials, and this 
was based on the proposed set- 
tlement of county taxes. 

The county officials requested 
Federal Judge George P. Hahn, 
presiding at the hearing, to give 
them time to complete an audit 
of their tax claims, which was 
granted. The county officials are 
expected to be prepared to pre- 
sent their claims in detail at 
Saturday’s hearing. 

The hearing this morning 
chiefly concerned a review of the 
plan by George W. Ritter, coun- 
sel for Empire Securities, Inc., 
sponsor of the plan. Empire Se- 
curities has purchased 70 per 
cent of the outstanding bonds 
and 97 per cent of unsecured 
claims against the old company. 


Norval A. Hawkins 
Dies in Detroit 


After Heart Attack 


By LOU FOLEY 


DETROIT.—As it must to all 
men, death came Thursday to 
Norval A. Hawkins, first general 
sales manager of the Ford Motor 
Co., a man whose feats of ag- 
gressive salesmanship and whose 
pioneering of time payments, 
modern advertising, and good 
roads made him an almost leg- 
endary figure in the industry and 
placed him on a level with those 
other automotive sales pioneers, 
William Crapo Durant, John N. 
Willys, and Hugh Chalmers. 


Mr. Hawkins, who was 69 years 
old, succumbed to a sudden heart 
attack in his home here Thurs- 
day afternoon. He collapsed 
shortly after luncheon. Funeral 
services were held from the home, 
Friday afternoon, at 2:00 o’clock. 
He” is survived by his widow, 
Mabe! Roberts Hawkins. 

Norval A. Hawkins was famed 
as the first of the aggressive, far- 


(Continued on Page 22, Col. 1) 





Manufacturers 


Resulted in Added Outlets 
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Many Dealers Signed at Sandusky Trailer Show 


rs Say Exhibit 


By JACK WEED 


DETROIT.—In spite of the ex- 
tremely limited publicity given 
the Sandusky Trailer Show, which 
officially closed last Monday, 
manufacturers who exhibited are 
practically all in accord that the 
show was very much worth while 
for them. Those who were look- 
ing for dealer outlets not only 
signed up many dealers but have 
good-sized prospect lists of deal- 
ers which they will have to fol- 
low up during the next 30 days. 


Five manufacturers from the 
34 who exhibited signed dealers 
for territories in Ohio, Michigan, 
Iowa, Pennsylvania, Illinois, In- 
diana, Missouri, Tennessee, North 
Carolina, Florida, New York, 
Kentucky and Massachusetts. Re- 
tail sales were made to buyers 
from approximately the same 
urea while interested visitors 
were listed from cities as far 
uway as Los Angeles, Washing- 
ton, D. C., Kansas City, New 
Orleans and Fargo, N. D. 


Signs Up Dealers 


Covered Wagon has signed up 
the following dealers within the 
past few weeks: 


Rufus Cole, New York City, 
former Hupmobile sales manager; 
Evans Motor Co., New Orleans, 





“Cardini, the great card 
trickster, tells me of a new 
and significant chapter in 
American life, in which he 
is a participant, During his 
engagement at the Riviera, 
he is living a mile away in 
a three-room auto trailer, 
and it amazed me to learn 
from him that there are 
about 50,000 of these auto 
trailers perambulating 
through the country. Pro- 
fessional men, most of them 
born on farms, take to these 
trailers eagerly. Parked next 
to Cardini’s trailer, in the 
camp where he anchored, is 
a minister, two doctors and 
an advertising mogul. Henry 
L. Doherty is a trailer de- 
votee. The trailer colonists 
print their own magazines, 
with a map of the country 
showing the camps where 
they can park. “The whole 
country will be on wheels 
within 10 years,” Cardini 
tells me in his clipped, pre- 
cise English. He himself 
has a beautiful home in 
Jamaica, and hasn’t been in 
it for the last year and a 
half. And he claims that 
his health never has been 
better as a result of this 
outdoor life.”—Ed, Sullivan 
in the Detroit Free Press. 








La., Hudson-Terraplane; Retz Mo- 
tor Co., Ft. Worth, Tex., Dodge; 
Winerich Motor Sales Co., San 
Antonio, Tex., Hudson-Terraplane; 
Jefferson Motor Car Co., Beau- 
mont, Tex., Hudson-Terraplane; 








Janes Motor Co., Rapid City, S.D., 
Buick-Pontiac; Faunce Motor Co., 
Pittsburgh, Pa., Pierce-Arrow; R. 
D. Robertson, Houston, Tex., 
Chevrolet; Warren Boyd, Inc., San 
Francisco, Packard; Ralph Ham- 
lin Motor Car Co., Los Angeles, 
Graham-Paige; Elton M. El- 
dredge, Inc., Boston; The Barstow 
Co., Providence, R. I. 


First Real Test 


The concensus of manufactur- 
ers, large and small, is that the 
Sandusky show was the first real 
testing laboratory through which 
the industry has passed in its 
comparatively short but meteoric 
expansion period. As one of the 
oldest manufacturers in length of 
actual service declared:- “All of 
us, even those who have been in 
the business for six or eight 
years, learned plenty at San- 
dusky. It was the first show we 
ever attended where manufac- 
turers represented as many di- 
versified industry opinions, It 
was very interesting to see the 
developments which the automo- 
tive men and the furniture build- 
ers brought out in their trailers 
and all of them had points which 
were basically sound.” 


Practically every manufacturer 
who exhibited, however, is in 
agreement that while the San- 
dusky show was valuable, future 
shows will have to be staged by 
the manufacturers themselves. 
They all agree that they do not 
want to go through another 
Manistee or Sandusky again next 
summer. They give all credit to 
the two tourist organizations with 
whom they exhibited this year 
for doing the best they could to 
give the manufacturers a run for 
their money, but realize that the 
industry has leaped, in six 
months, out of the limitations 
with which these associations are 


bound. Today they must emulate | 
automobile manufacturers in | 
organizing and staging of shows | 


the 


of this character. The great 
amount of interest and the actual 
sales to the visiting public that 
came to the show with practically 
no advance publicity or build- “Up | 
demonstrated to each and every 
exhibitor what could have hap- 
pened if showmanship and prior 
publicity had been given these 
two showings. 


Public Interested 


This same keen interest on the 
part of the public that came to 
inspect the trailers on exhibit was 
a forceful demonstration to car 
dealers in attendance of what 
they could expect when they ex- 
hibited trailers in their show- 
rooms and used car lots. 


Many definite conclusions were 
crystalized at the Sandusky show, 
several of which were given but 
little consideration by the great 
majority of the builders prior to 
the show. Possibly the most im- 
portant was the belief by prac- 
tically every exhibitor that the 
automobile dealer was the logical 





BIG AND SMALL—Just to demonstrate how rapidly the trailer 
industry has grown, it has even brought forth “miniature” trailers 
similar to the miniature automobiles that were so popular a few years 
ago. Snapped at the recent Sandusky show, this youngster is all set 


to go. 


STATION WFBL, Syracuse, N. Y., has equipped this combination as a transmitter unit. 
a 1936 Chevrolet Master town sedan, and the trailer carries three short-wave transmitters and a com- 
plete public address system, with loud-speakers on three sides. 





ultimate outlet for this new auto- 
motive product. 

The thought that the trailer is 
an automotive product was forced 
home to many manufacturers 
who, up to last week, have drifted 
along in the sublime belief that 
they were creating a new indus- 








| junction 





try instead of developing a new 
branch of what is today America’s 
leading industry. 


Public Forcing Style 


The show also brought the con- 
cession from scores of manufac- 
turers that certain standards are 
beginning to manifest themselves 
and that the public demand is 
going to force certain funda- 
mentals in construction that up 
to now have been matters of in- 
dividual manufacturer’s opinion. 
These include steel frames and 
undercarriages, the grouping of 
lengths into price ranges, the 
necessity for certain luxury and 
practical conveniences in each 
price range, the necessity for de- 
veloping more interior fittings or | 
furniture which will give the 
trailer resident more of the con- 
veniences enjoyed in the home. | 
The significant and admitted | 
trend toward certain types and 
construction of exteriors, toward | 
proper and thorough insulation, 
the need for more perfected cook- | 
ing and heating facilities, for | 
greater ease in maintaining ab- | 
solute cleanliness in the kitchen- | 
|} ette, better arranged 
| space for clothing, a new type of | 
electrical fixture and outlet, and | 
other matters which up to now| 
have been unavailable to the} 
builders. These needs must be | 
developed by the makers in con- 
with the established 
manufacturers now making these 
units for homes, camping or auto- 
motive use. 

Dealers who take on trailers 
must realize that there is no 
make of trailer today which has 
reached a standard of perfection 
entirely acceptable to the ex- 
perienced trailer resident and that 
the degree of standardization 
reached in automotive construc- 
tion and appointment is still pos- 
sibly years away for the trailer 
industry. Most all trailers are 
saleable merchandise today be- 
cause there is no better, but the 
improvement is sure to be faster 
and more certain than even the 
automobile business experienced 
because the trailer manufacturer 
has found out early that automo- 
tive practice is going to mold 
chassis and exterior design and 
construction and furniture prac- 
tice will mold interior arrange- 
ments and fittings. 


Extend Outlets 


Another important result of the 
Sandusky show is the crystaliza- 
tion of the ‘belief by the more 
merchandising minded among the 
industry that the gauge of 
strength and ability to success- 
fully withstand the coming com- 
petition will be the strength of 
the companies’ outlets. The num- 
ber of outlets and, breadth of 
dealer coverage is already begin- 
ning to manifest itself as a de- 
termining factor of leadership. 








Even now, while sales are being 


turned away by many manufac- 
turers because they cannot pro- 
duce fast enough to fill the or- 
ders thrown in their lap, con- 
siderable deep thought and plan- 
ning is being done toward imme- 
diately extending their sales out- 
lets and considerably increasing 
the advertising expenditures. 


It is realized that here, too, 
even the oldest among the build- 
ers must immediately enter into 
competition which is being forced 
upon them by the newcomers into 
the field. Complacency is rapidly 
giving way to a hectic readjust- 
ment of material resources to 
maintain and increase relative 
standings in the field. 

Quoting one of the manufac- 
turers who is considered an “old 
line builder,” Norman C. Wolfe, 
president of Silver Dome, says: 
“The Sandusky show did more 
than anything that has happened 


|in the trailer business up to now, 


to solidify the industry and to 
point out to the manufacturers 
now in business the things they 
must do to maintain their stand- 
ing. We all found many things 
that are necessary to put 


craftsmanship will be foremost in 
improving interior design. 
shows were 
cause they brought out big calibre 


storage | Opinions from so many. widely | 


diversified sources.” 


Public Attendance High 


The public attendance at the 
Sandusky show has been 
mated at from 8,000 
people in addition to the mem- 
bers of the TCT who were in 
camp. Fred Burt, president of 
Vagabond Coach, declared that 


|his firm gave out 2,000 pieces of 


literature the first three days of 
the show and that they were care- 


|ful to not give over one folder 


to a family or group. There was 
no check upon the attendance 
other than estimating the num- 
ber of people who inspected a 
particular exhibit as the showing 
was free to the public and visitors 
came in at will through two dif- 
ferent gates. 


Dame Rumor was running ram- 
pant during the show, reminis- 
cent of the early days of the auto- 
mobile business. One could hear 
most anything one wanted to 


into | 
immediate practice in chassis de- | 
sign and construction and it also| 
i\demonstrated that furniture} 


The | 


a definite good be-| 2¢Wspapers has gone a long way 


|of the manufacturers. 


esti- | 
to 10,000) 


The car, 


tically all of the larger motor car 
companies were just about ready 
to announce their entry into the 
trailer field; several manufactur- 
ers were about to fold up, and on 
and on. There was no foundation 
for this chatter but the very fact 
that stories of this kind were be- 
ing whispered about continually 
shows the intense interest and 
enthusiasm which has become an 
integral part of the trailer field. 


See Big Commercial Use 

Commercial use of the house 
trailer, some believe, will be as 
large an outlet for vehicles as to 
the trailer resident trade. Already 
some builders are pointing their 
guns for this market. Bulk or- 
ders were taken by more than 
one builder at and during the 
show for trailers to be used as 
traveling showrooms, work shops 
and sales promotional vehicles. 
This field does seem to have 
great possibilities and the dealer 
who has done a good job of mer- 
chandising trucks will no doubt 
jump into this phase of trailer 
merchandising as soon as he ac- 
quires a trailer representation. 


The great amount of publicity 
given the trailer industry by 
radio, general magazines and 


to help make the normal trailer 
market expand and quicken be- 
yond the wildest dreams of most 
Programs 
like the Amos and Andy and 
March of Time, stories like those 
that appeared in the Saturday 
Evening Post this past week and 
have appeared in practically all 
of the general interest publica- 
tions are making markets for the 
trailer faster than the production 
facilities of the manufacturer can 
cope with the demand. The 
automotive sections of news- 
papers can conceivably be given 
interest by the public in the 
trailer anil 


Building Trailers 
BRIDGEPORT, Conn. — Traveling 


Cabins Trailer Corp. has_ started 
production in the former LeBaron 
plant, owned by Briggs Mfg. Co., 
Detroit. William J. Seelinger, Detroit 
is president; W. W. Link, Bridge- 
port, treasurer, and George Cooper, 
Akron, secretary. About 25 men are 
| being ‘employed at the start of op- 





hear. According to gossip prac- 


erations. = 


SEEN AND HEARD at the Sandusky trailer show was the exhibit 
of Silver Dome. Not only were attractive displays of the latest Silver 
Dome models on hand but a public address system installed allowed 


sales information to be broadcast. 
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Reports Show Inventories 
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Dealer Used Car Stoeks are Not Too L 


In Line with New Car Sales 


DETROIT.—Despite well main- 
tained new car sales, used car 
inventories in dealer hands con- 
tinued to show a_ reasonable 
shrinkage during July, reports 
from local dealer associations in 
widely scattered sections of the 
country indicate. 


In Washington, D. C., the 
Washington Automotive Trade 
Assn. reports that during July 
dealer inventories were cut 484 
units or 12.8 per cent, bringing 
the total on hand at the close of 
the month to 3,302 units. In this 
city, too, it is apparent that the 
older cars are disappearing from 
stock in good shape. 


Cars of the 1928 or older 
account for only 5.9 per 
the stock. Cars of 1929 
have been cut to 11.1 per cent of 
the total inventory and _ 1930 
models are 14.5 per cent of the 
total. As for the 1931, 1932 and 
1933 models, these cars naturally 
account for a smaller percentage 
of the stock because of the cur- 
tailed sales and production of 
those models during the depres- 
sion years. 


1934 Models Slower 


Models of 1934 vintage are held 
to a greater extent than other 
years, constituting 17.8 per cent 
of the entire inventory. The 1934 
models also are moving more 
slowly than the 1929, 1930 and 
1931 models which accounted, re- 
spectively, for 13.5 and 15.6 per 
cent of the total 
July, while the 1934 models ac- 


vintage 
cent of 
vintage 


counted for only 12.6 per cent of | 


the total. 


Whether this indicates that the | 


demand for the early models was 
greater or that the dealers have 


been pushing their early models | 


harder is not clear. 

Total sales in the nation’s cap- 
ital during July were 4,283 units 
which was down about 15.2 per 
cent from the June level. If this 
rate should continue during Au- 
gust the stock on hand would rep- 
resent only about three weeks’ 


supply, but anticipating a normal | 
seasonal drop the supply on hand | 


should be equivalent to about 30 
days’ sales. 


Used car stocks in Dallas dur- | 


ing July were reduced by 23 units 
and total 
from an average per dealer of 
$16,527 on July 1 to $17,016 on 
Aug. 1, 
Trade Assn. reports. Sales during 
July declined to 1,418 units from 
the June total of 1,656. The av- 
erage sales price of used cars 
during July was $248 against $251 
in June. The average value of 
cars in inventory rose from $305 
on July 1 to $323 as of Aug 1. 


Little Change in ’Frisco 


Reports from the Motor Car 
Dealers Assn. of San Fransisco 
show little change in used car 
inventories during July. The act- 
ual count submitted by 30 mem- 
bers shows an increase of two 
units during the month from 
2,364 at the end of June to 2,366 
at the end of July. 

This figure compares with 1,900 
at the end of July a year ago. 
Sales during the month were 
down from the June level of 2,714 
to 2,285 in July. The July sales 
rate however, was 46 per cent 
ahead of the same month last 
year when only 1563 units were 
sold, while the inventory was only 
about 24 per cent above last year. 

On this basis the inventory 
cannot be considered badly out 
of line with demand. That dealers 
put on the old pressure to move 
used cars during the past month 
is indicated by the figures show- 
ing that the average loss per unit 
sold during July was $55 as 
against $33 during June. This fig- 
ure however, compares with an 
average loss per unit of $49 in 
July last year and a peak loss so 
far this year of $89 per unit. 

The peak loss so far this year 


sales during | 


inventory value rose | 


the Dallas Automotive | 


was in January when the average 
per unit reached $74. This rate 
pared rather consistently until 
last month. The average selling 
price of used cars during July 
was $289 as compared with $298 
in June. The average value of 
cars in inventory at the end of 
July was $344 as compared with 
$331 at the end of June. During 
July 81 cars were junked as com- 
pared with 135 in June. 


The greatest junking effort was 
recorded in February when 61 
units no longer fit for service 
got the axe. 


St. Louis Stocks Better 


St. Louis dealers also report 
used car stocks in better shape 
than a month ago. 

Sixty dealers reporting to the 
Greater St. Louis Automotive 
Assn. show that while sales were 
5 per cent below June, stocks 
showed a decrease of 11.8 per 
cent. 


Sales of used cars during July 
totaled 3,298, averaging 55 per 
dealer and $219 per unit. June 
sales were 3,444, with an average 
of 57 per dealer and an average 
price of $220. 


Stocks at the end of July were 
2829, or 47 per dealer with an 
average price of $255. In June 
comparative figures were 3,192 
units, 53 per dealer and an aver- 
age value of $257. 


From these figures it is evident 
that St. Louis dealers have on 
hand less than a month’s supply 
of used cars, at the present rate 
of turnover. 


'NSPA Schedules 


Dec. Convention 


CHICAGO. — The annual con- 
| vention of the National Standard 
Parts Assn., held in conjunction 
with the Automotive Service In- 
dustries Show, will start in the 
| Hotel Sherman, Monday morning, 
Dec. 7 and continue through 
Tuesday, Dec. 8. 

| For most of those who will at- 
j}tend the convention, officials 
say, this new schedule eliminates 
| the loss of a full day’s time which 
has taken place in previous years, 
|when Sunday came between the 
| close of the last convention on 
Saturday and the opening of the 
show on Monday. It will also al- 
low most members to make the 
trip to the convention city over 
| the week-end and will thus re- 
duce to a minimum the amount 
of time which they must be away 
from business. 

Jobber members, it was added, 
should keep in mind that accord- 
ing to a ruling of the show joint 
operating committee, a $25 refund 
will be made by the committee 
direct to those jobber members 
who are in attendance at the 
show as required during the first 
three days, namely Wednesday, 
Thursday and Friday. 








West 68th street. 
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MISS GRACE COLLINS of Battle Creek, Mich., visited the Ford 
Rotunda at Dearborn, Mich., Aug. 17. To her surprise she was greeted 
as the 500,000th visitor. W. C. Cowling, Ford general sales manager, 
presented Miss Collins with a sheaf of flowers in front of one of the 
educational dioramas in the Rotunda. 





500,000th Visitor Honored 


By Officials at Ford Rotunda 


DEARBORN, Mich.—The Ford 
Rotunda, Dearborn replica of the 
central section of the Ford Ex- 
position at the Chicago World’s 
Fair, Wednesday welcomed its 
half-millionth visitor since the 
doors were thrown open to the 
public May 16. . 

The 500,000th visitor was Miss 
Grace Collins, 162 E. Kingman 
Ave., Battle Creek, Mich., an em- 
ployee of the Michigan Carton 
Co. 

As Miss Collins stepped into 
the Rotunda entrance she was 
greeted by officials, informed of 
the unexpected distinction and 


taken upon a tour of the building. | 


Later she was met by W. C. 
Cowling, general sales manager 
of the Ford Motor Co., who chat- 
ted with her for some time, and 


the occasion while she was pre- 
sented with flowers and _ sou- 
venirs. 


field Village after which they 
were entertained at luncheon in 
the executives’ dining room of 
the company. 


The large total of visitors to 
the Rotunda was piled up during 
the 80 days the building has been 
open since its premiere May 16. 
Constructed as a permanent gate- 
way to the Ford Rouge plant, for 
the greater comfort and enjoy- 
ment of visitors to the plant, the 
Rotunda has proved to be an out- 
standing attraction in its own 
right. While the number of visi- 
tors who take the company tour 
through the Rouge plant, largest 
industrial exposition in the world, 
has substantially increased this 
year, hundreds of thousands of 
people have been attracted to the 
Rotunda on Schaefer Road, there 
to spend an hour or two exam- 





ining the beautiful building and 
its artistic exhibits. 


During the 80 days the Rotunda 
has been open the number of 
daily visitors has averaged 6,250. 
The biggest ordinary day’s at- 
tendance was last Wednesday 
when 8,234 persons were clocked 
into the building in the high tide 
thus far of the crowds of summer 
visitors. Higher attendances were 
recorded on the opening day with 
more than 22,000 and on Me- 
morial Day with over 28,000, but 
these were exceptional occasions. 


So great has been the influx of 
visitors this season that the 
facilities of the Rotunda and its 
large force or guides, and of the 
various transportation § services 
carrying visitors to and from 


| Detroit, to Henry Ford’s Green- 
| photographers made a record of | 


field Village a few miles from the 
Rotunda, and through the Rouge 


S |plant, have been severely taxed, 
Miss Collins and her party | jt was said. 
then went on a tour of Green-| ao 


PAA to Convene 
In Reading, Pa., 
September 21-22 


READING, Pa.—The 16th an- 
nual convention of the Pennsyl- 
vania Automotive Assn. will be 
held Sept. 21 and 22 in the Abra- 
ham Lincoln Hotel in this city re- 
ports Claude S. Klugh, manager 
of the trade association. 


“We expect to register 750 
dealers at this meeting and sev- 
eral hundred tickets have already 
been sold,” Klugh declared. 

“Two prominent factory of- 
ficials will be on the program and 
the whole affair will stress the 
optimistic feeling that now exists 
in the industry. The names of the 
featured speakers will be a sur- 
prise feature and will not be an- 
nounced until the evening of the 
banquet,” he added. 

A story of successful retailing 
operation will be told by a num- 
ber of Pennsylvania dealers who 
are enjoying extraordinary busi- 
ness and an outstanding Pennsyl- 
vania service manager will also 
be heard in a description of 
profitable service operation. 

“The entire industry is co-oper- 
ating to make this the most out- 
standing meet in PAA history,” 
Klugh asserts. “We have arranged 
a frolic for the evening of the 
banquet which will include the 
Berks County Clam Bake and 
other features for the amusement 
of the members attending.” 


Hudson Plant Visitors 
Are Double Last Year 


DETROIT. — Detroit’s auto- 
mobile plants rapidly are be- 
coming big U. S. vacation attrac- 
tions, and each year additional 
thousands, representing every 
state, are including the Motor 
City in their vacation itineraries, 
the visitor books of Hudson Motor 
Car Co. reveal. 

So far this summer the number 
of vacationists who have visited 
the Hudson plant is more than 
double that of last year, a review 
of the records shows. A good 
many planned Detroit vacations 
so they could take delivery of new 


cars. 


William Hughson | O pens 


Fifth Branch Station 


SAN FRANSISCO.—William L. 
Hughson, Ford dealer in San 
Francisco since 1903, has opened 
Hughson’s Ford store no. 5 in 
this city. This latest addition to 
the Hughson operation is a large 
and fully equipped neighborhood 
service station. 


“Billy” Hughson, veteran Ford 
dealer, pioneered the neighbor- 
hood service station in San Fran- 
cisco and has been very success- 
ful in his operations, expanding 
until he has representation in 
five sections of the city. With the 
opening of his new station Hugh- 


HUDSON’S NEW YORK HOME is now under construction at Broadway and 55th street. Designed 
particularly for Hudson it will represent the last word in retail salesrooms. The new home fronts 75 
feet on Broadway and extends 121 feet on 55th street. A complete new car line will be shown on the 
ground floor while used cars will feature the second floor, Service will continue to be carried on at 310 





son is more enthusiastic over the 
idea than ever and says his or- 
ganization will continue to get a 
bigger share of the service dollar 
through more thorough coverage 
of the territory. 

“Our experience in operating 
neighborhood service stations has 
more than proved the public ac- 
ceptance of the idea,” said the 
veteran dealer, “and has been of 
material assistance to us in in- 
creasing sales of new and used 
cars through the additional con- 
tacts made, as well as resulting 
in greater profits from increased 
parts, accessory and lahor sales, 
and extra profits from the sale 
of tires, batteries and petroleum 
products.” 

In addition to the Hughson 
stations there are two other Ford 
dealers operating neighborhood 
service stations in San Francisco; 
Flynn & Collins, Street and Co. 


Panama Car Imports 


Mostly All American 
WASHINGTON.—Approximately 
a quarter of a million dollars’ 
worth of new passenger cars, all 
but two of which can be identified 


as of American manufacture, 
were imported into Panama dur- 
ing the first six months of 1936, 
according to a trade report made 
public this week by the Com- 
merce Department. 
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Watch 3rd Soap Box Derby 


100,000 Spectators 


St. Louis Entry Wins 
Against 115 Contestants 


AKRON, O.—Before a cheering | 
throng of more than 100,000 per- 
sons, 14-year-old Herbert E. 
Muench of St. Louis, Mo., the 
St. Louis Star-Times entry coasted 
into a college education here 
Sunday in the third annual All- 
American Soap Box Derby, jointly 
sponsored by the Chevrolet Motor 
Co. and 118 newspapers of the 
country. He defeated the local 
champions from 115 other cities, 
and then to complete his victory, 
out-distanced 6 feet 2 inches 15- 
year-old Norman Neumann, of 
Pretoria, South Africa, in the 
international event immediately 
following. 

Second place, a master Chev- 
rolet coach, was won by Harold 
Hansen, 15, of White plains, N. Y., 
third place, a standard Chevro- 
let coach, by Robert Richards, 14, 
of Lima, O., fourth, a motion 
picture camera and projector, by 
Junior Kendall,- 15, of Portland, 
Ore., and fifth a set of handi- 
craft books by Thomas E. How- 
ard, 13, of Atlanta, Ga. 


Built Own Cars 
Every boy in the race not only 
built his own Derby car but kept 


it within weight, size, and cost 
limitations which were set up in 








the accumulated winners and 
their drivers back to the starting 
line to await their next tries. 

M. E. Coyle, president of Chev- 
rolet, made the principal address 
at the banquet for champions, 
held following the race. 


A. O. Smith Corp. 
Makes Change 


In Personnel 


MILWAUKEE.—At a meeting 
of the board of directors of the 
A. O. Smith Corp., Aug. 14, sev- 

eral major 

changes were 

made in the ex- 

ecutive person- 

nel of the cor- 

poration. L. R. 

Smith was 

elected chair- 

manofthe 

board, W. C. 

Heath was 

elected presi- 

dent, and J. M. 

L. R. Smith Floyd, vice- 

president in 

charge of manufacture and en- 
gineering. 

Heath, formerly with the Fair- 
banks Morse & Co., became vice- 
president in charge of manufac- 
ture and engineering and a di- 
rector of the A. O. Smith Corp. 
in November, 1931. His election 
at this time to the presidency 
puts him in complete charge of 
the corporation’s organization and 
its operations. 


HAPPY WINNER of the Chev-| , 


rolet Soap Box Derby, Herbert E. 
Muench, St. Louis boy, is shown | 
here with his All-American and | 
International trophies. 


the rules. Every entry was sub-| 
jected to close inspection on the 
various points covered by the} 
rules, by a technical committee | 
consisting of Harold Blanchard, | 
technical editor of “Motor,” Ir-| 
ving Crump, managing editor of | 
“Boys Life,” Julian Leggett, of 
the editorial staff of “Popular 
Mechanics,” Franklin M. Reck, 
managing editor of “American 
Boy,” Arthur Wakeling, home 
workshop editor of “Popular 
Science Monthly,” E. T. Hamilton, 
managing editor of “Handicraft,” 
and Chris Sinsabaugh, editor of | 
“Automotive Daily News.” 


Race Had Glamor 


The race held all the color and 
giamor of an Indianapolis Speed- 
way event. The track was a 
specially-built concrete runway, 
30 feet wide and 1,200 feet long, 
with a 16 per cent grade. There 
were no preferred lanes, as the 
road is uncrowned and all joints 
between blocks were planed level 
to minimize bumping. The ad- 
jacent airport provided parking 
space for 50,000 automobiles, but 
in spite of the heaviest traffic 
in the city’s history, there were 
few delays, owing to excellent co- 
ordination between the police and 
the sheriff's office. 

Stands accommodating 25,000 had 
been built at the foot of the 
course, and there was standing 
room for several times that num- 
ber along both sides of the hill. 
Three of the little racers ran in 
each heat, the winner being seg- 


J. M. Floyd H. C. Heath 


Floyd, who assumes Heath's 
former position as vice-president 
in charge of manufacture and en- 
gineering, has been connected 
with the Bendix Corp. for a great 
many years, and comes to the 


A. O. Smith Corp. with much ex- | 


perience in the production field. 
He has been associated with the 
automotive industry for the past 
25 years and enters into his new 
duties immediately. 

The other officers of the corpo- 
ration are R. F. Bell, vice-presi- 
dent; C. C. Joys jr., vice-presi- 
dent and director of sales; J. J. 
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LINE, ALL AMERICAN SOAP BOX DERBY 


"—— AKRON BEACON JOURNAL: AMERICA'S. LEADING NEWSPAPERS aed CHEVROLET MOTOR CO. 


FINISH OF FINAL international heat. Harry Hartz, with checkered flag poised, waits for Herbert 
E. Muench of St. Louis and Harold Hansen of White Plains, N. Y., to cross the finish line a few feet 
ahead of Norman Neumann, 15, of Pretoria, South Africa, the South African union champion, in the in- 
ternational finals of the All-American Soap Box Derby at Akron, Aug. 16. From the bridge and from 
special platforms at either side of the finish line, newsreel cameras ground out the celluloid record of 
the finish, which Graham McNamee and Tom Manning of the NBC were broadcasting from the upper 


tier of the bridge. 








Employment, Earnings Up, 
48 Parts Factories Report 


DETROIT.—The 48 plants 
manufacturing original equipment 
parts for automobiles used by the 
Automotive Parts and Equipment 


Manufacturers, Inc. as indicative | 


of the entire industry, show a 
very healthy condition for the 
first six months of this year as 
compared with the same period 
last year. These 48 plants rep- 


1 | resent approximately 67 per cent 


TOOK SECOND PLACE: Har- 


| old Hansen, White Plains, N. Y., 


took second place in the Chevro- 
let Soap Box Derby run in Akron 


last week. He is hugging his All- | 


American and International race 
trophies, 


Sell 60 Morrises 


VANCOUVER B. C.—Over 60 
Morris cars have been sold in Van- 
couver in the past two months since 
the B. C. distribution agency was 
established there. 





Stamm, secretary and treasurer. 





regated in an enclosure at the 
bottom and the losing cars being 
trucked away for expressing to 


third heat a dolly-truck hauled 


a as oe” 2 wT 


SITS 


|the year to the fall 





lof the total employment for the 
| parts industry. 


Despite the fact that the an- 
nouncement of new automobiles 
was moved from the spring of 


sequently there has been no 
“peak” period as yet. January 
through June of this year showed 


| that employment was up 3.5 per 
cent; total manhours worked were | 
the hourly rate} 


up 7 per cent; 
was up 6.1 per cent; hours worked 
per man per week were up 3.3 
per cent; average weekly earning 
per employee was up 9.8 per cent 
and total payrolls for the period 
were 13.6 per cent greater than 
last year. 

The records show that there 
was only 11 per cent differential 
from the highest number to the 
lowest number of employees em- 
ployed during the  six-months’ 


ONE OF THE BIGGEST crowds on record saw the Soap Box Derby run at Akron. This is how the 
their entrants’ homes. After each| stands and parking lot looked an hour or more before the start, and spectators were still pouring in 


in a steady stream of cars. 


and con-| 


| period this year while the same 
| period of 1935 had a 22 per cent 
| differential, thus showing a much 
|evener distribution of production. 
The average hourly rate for the 
|e was 67.5 cents for the 


period, an increase of 4.1 cents 


- hour over last year. 
| 


The average weekly earning 
|} per employee was $25.99 for the 
| period as against $23.68 for last 
| year. The highest weekly average 
| Wage on record ever paid by the 
industry was reached during the 
four-week period ending May 2, 
1936 with a wage of $28.67 cents, 
an increase of $4 over the com- 
| parative period in 1935. 

The production index (man- 
hours worked) for the first six 
| months of 1936 was 78.1 per cent 
of the 1929 average while the 
same period in 1935 showed 73 
per cent. 

The average hours per week 
| worked by all production em- 
ployees for the six-month period 
was 37.8 as against 36.6 for 1935. 

Summing it up, despite the an- 
nouncement of new cars coming 
last fall instead of this spring, 
this spring’s business was better 
from every standpoint than it was 
last spring. Employment was 
greater and much steadier as 
shown by the difference of 11 per 
cent between the peak and low 
for the period, weekly earnings 
were greater, the hourly rate and 
the average number of hours 
worked per man were higher. 


Dealers to Set Price 


On Milwaukee Gasoline 

MILWAUKEE.—Retail gasoline 
prices in Milwaukee will be set 
by the dealers instead of by the 
producing and wholesale com- 
panies, it was declared at a meet- 
ing of several hundred local deal- 
ers held Aug. 17 to prepare for 
changing over to the new plan. 

A new price, probably one cent 
higher, will be put into effect 
within a week, it was said by 
Wilmer R. Schuh, Milwaukee, 
president of the National Retail 
Gasoline Dealers’ Assn. The price 
will be determined by the associa- 
tion. 

The change has been made in 
several hundred cities through- 
out the country, Shuh said, and 
within six months the entire 
country will be on the new basis, 
he predicted. 
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Fall Announcements Success, Concensus of Dealers 


Many Report Record Sales 
During Time F ormerly Dull 





ADN’s Inquiring Reporter This Week Asked 
The Following Question: 


fi Now that the first experimental year is drawing to a close, 
in your opinion, do you believe the early announcement of 
new models has been helpful to dealers? 

If the Inquiring Reporter’s query did not get around to 
you, your comment would be appreciated. Please write us 


your views on these questions, 





DETROIT.—Last year when the 
manufacturers decided to bring 
out their new models in November 

or thereabouts 
instead of dur- 
ing January, the 
f date observed 
by the industry 
for so many 
years, there was 
considerable 
speculation as 
to whether or 
not this move 
would work out 
profitably to all 

concerned, 
While there 
was little doubt 
as to the im- 
mediate market for the new 
models, many dealers and not a 
few factory men looked for a fal- 
ling off in sales over the winter 
months. They anticipated a lull 
in February and March and were 
inclined to see in the November 
show date merely a shifting of 
the peak sales season from one 

month to another. 

However nothing of the kind 
occurred. Sales went right on 
rising through the months and 
factories without exception were 
hard pressed to supply the demand 
for their products. Instead of a 
period of inactivity dealers every- 
where found that people were 
buying more cars than ever. Even 
the used car problem, 
cient bugaboo of the retail dealer, 
was ‘solved through factory aid 
in moving used car stocks. 

This condition is general 


throughout the country and with | 


dealers for almost all makes of 
cars. In order to find out what 
the dealers themselves think 
about the early show date, ADN’s 
Inquiring Reporter this 
queried a number of prominent 
retailers in widely scattered points. 
Their answers, enthusiastic al- 
most without exception, follow: 
* * * 


R. L. Lowrey, sales manager, 
Pacific Nash Motor Co. San 
Francisco, Nash and LaFayette: 
“Yes, the early announcement 
dates are helpful. The morale of 
salesmen and dealers has been 
held up in anticipation of the 
coming of new models and their 
enthusiasm has been productive 
of sales throughout the summer. 
™ July was one of the best months 
we have ever had and August is 
not going to be far behind al- 
though we are experiencing a 
mslight falling off and there are 
some customers who insist that, 
they will wait for the new cars. 
The way I should answer the 
question is this, the early an- 
nouncement date will help us 
when we need it most; in No- 
vember, December and January. 
There has always been a slowing- 
up period and a dead space. The 
new plan eliminates the dead 
space, giving us a spurt when we 
need it, and so far there has been 
little, if any, slowing-up. We will 
lose the 1936 season with clean 
decks and be ready for real action 
when the new cars come out. Our 
problem is not to clean up our 
1936 stocks, but to get in vacation 
periods for our organization be- 
fore new models arrive. We have 
been so busy all summer there 
has been no time for vacations 
and our salesmen are still going 
at top speed.” 

* 


* «& 


J. R. Hewitt, president, Hewitt 





that an-| 


week | 





Motor Co.., Los Gatos, Calif., Ford: 
“July was our best month, top- 
ping both May and June by ap- 
proximately 20 per cent but Au- 
gust is going to be the peak 
month of the year for us, being 
already far ahead of July. And 
September is going to be a good 
month, too; one of the _ best 
months of the year, from present 
indications. Therefore it looks as 
if there will be no break in the 
sustained business that we have 
enjoyed this year, sales continu- 
ing right up to the eve of the 
new model announcements. ‘To 
be perfectly honest I can’t say 
whether the new plan of early 
announcements has been a help 
or not, but the fact remains, we 
have had and are having unpre- 
cedented good business and the 
future is bright.” 


* * * 


Capt, John Fahy, sales manager, 
Garden City Chevrolet Co., San 
Jose, Calif.: “We expected June 
would be our peak month but 
business continued to hold up 
through July and instead of fal- 
ling off, went above June. This 
was not only true with us, but 
with Chevrolet dealers in other 
sections of California. We fully 
expected August to show a big 
drop, but so far we are holding 
the same fast pace and it looks 
as if we will go right into the an- 
nouncement of the new model 
without a break. Perhaps the 
most helpful factor in the early 
announcement plan is the fact 
that the enthusiasm of the retail 
salesmen has not waned. They 
have seen no slowing up in bus- 
iness and they have worked 
harder as a result. Therefore, the 
mental attitude of the salesmen, 
I include other organizations as 
well as our own, is right; and I 
believe they will continue to ag- 
gressively merchandise the 1936 
product right up to the time the 
1937 models are announced. Quite 
naturally, with the prospect of 
two months of 1937 business in 
1936 the mental attitude of the 
dealers is high, too. Yes, I am 
of the opinion that early an- 
nouncement dates for new models 
has been helpful, to the entire 
industry.” 

* a ok 
Burnett, sales manager, 
Duteau Chevrolet Co. Lincoln, 
Nebr .: “Early announcements 
were of considerable benefit to 
dealers during the past year. I 
believe they will be again for the 
coming year. Instead of waiting 
until the first of the year people 
did considerable buying in No- 
vember and December when we 
used to sit around without busi- 
ness. We had very good business 
those two months last year.” 
* * * 

Fred Lyon, sales manager, Ne- 
braska Motor Co., Chrysler, Plym- 
outh, Lincoln, Nebr.: “There 
have been two widely divergent 
reactions to fall announcements. 
One is that they are good for new 
car sales but caused used cars to 
pile up. Also there is a feeling 
that early announcements will 
stymie new car business for the 
next 60 days. I favor setting 
back announcements to the first 
of the year so as to give dealers 
time to straighten out their used 
car stocks. Under the new system 
used cars must be carried thru 
the winter on a topheavy basis 
as used car sales don’t amount to 
much until April. The number of 


H. C. 





en 


GM INSTITUTE of Technology graduated 200 students at Flint 
Aug. 18, at the commencement exercises. H. J. Klingler, president of 
Pontiac Motor Co., delivered the commencement address. In the pic- 
ture Arnold Lenz (right), president of the Institute and assistant 
manufacturing manager of Chevrolet, is presenting the diploma to 
James F. Marken, president of the senior class, while Major Albert 
Sobey, director of the Institute (left center) and Klingler look on. 


high priced used cars taken in 
trade in the fall is much greater 
now. I believe early announce- 
ments are good for the factory 
but of doubtful value to the 
dealer.” 

* * oo 

E. T. Wingo, Mowbray-Wingo 
Co., Dodge, Plymouth, Lincoln, 
Nebr.: “Early announcement dates 
help in one way, but personally 
I am in favor of setting them 
back to the first of the year. 
While new car sales helped im- 
mensely in November and De- 
cember, we must carry heavy 
stocks of high priced used cars 
thru the winter, and I believe the 
dealer would be best served under 
the old announcement system.” 

oe * * 

Cc. C. Zurcher, sales manager, 
King Motors, Inc; Hudson-Terra- 
plane, Lincoln, Nebr.; “Fall an- 
nouncements are not necessarily 
beneficial to dealers: They stop 
new car sales during good fall 
sales period although they help 
November and December, I don’t 


believe it complicates used car! 





situation to speak of. Would 
favor new model announcements 
around December first.” 

* A * 

X. R. Gill, president X. R. Gill 
Co., Dallas, Texas, Studebaker: 
“Bringing out new models early 
was one of the best things manu- 
facturers ever did so far as deal- 
ers are concerned. It enabled the 
dealers in this section to clean 
up old stock and then present 
new models at a time when 
money is most plentiful. So far 
as stock goes we are in the best 
shape we have been in years.” 
+ oe * 

Perry, president 
Perry Motor Co., Dallas, Texas, 
Nash and LaFayette: “Earlier 
display of new car models has 
been a boon to dealers in this 
section. Buyers naturally have a 
tendency to wait for latest model 
and in the past that made year- 
end business poor for retailers. 
Now the new models are out ata 
time when the cotton crop is 
moving and they mean many 
sales during November and De- 


E. Gordon 


There are Still Frontiers 


Klingler Tells Graduates 


FLINT.—“Wider frontiers 
wait exploration in America to- 
day than at any previous time, 
and the pioneer today has a mil- 
lion and one new worlds to con- 
quer,” declared Harry J. Klingler, 
president and general manager of 
the Pontiac Motor Co., in address- 
ing 201 graduates of the General 
Motors Institute here at the com- 
mencement exercises Aug. 18. 

The exercises were held in the 
auditorium of the Institute with 
Arnold Lenz, assistant manufac- 
turing manager of the Chevrolet 
Motor Co., and chairman of the 
Institute’s board of regents, pre- 
senting diplomas to the students 
who have completed the co-op- 
erative training program and are 
ready for permanent positions 
with various manufacturing di- 
visions of General Motors. 

Klingler asserted the tools of 
the modern pioneer were the test 
tube and the micrometer, and 
that his field was in the realm of 
ideas. 

“Pasteur and Edison will be 
catalogued as great pioneers,” he 
stated. “Brain-power moves the 
world today, instead of the 
strength of good right arms.” 

Citing the fact that brain- 
power is the particular peroga- 
tive of the man on the bench to- 
day as well as of management, 
and that the automobile industry 
is not merely “a cluster of smoke- 
belching factories in the state of 
Michigan,” but is rather inti- 


a-(|mately interwoven into the whole 


pattern of our national economic 
life, Klingler told the graduates 
that there is nothing yet in sight 
to check the continuous expansion 
of the motor car business during 
the coming year, abounding as it 
is with opportunities for all, with 
the public receiving greater bene- 
fit directly or indirectly by the 
magnitude of automotive activity 
in the future. 

“The instruction you have re- 
ceived here carries you into your 
chosen field of work with tre- 
mendous momentum, and oppor- 
tunity awaits only the alert mind 
to discover it in the automobile 
industry,” Klingler said. 

In conclusion he presented nine 
rules for the graduates to bear 
in mind in their efforts to carve 
positions of leadership for them- 
selves in the automobile industry 
in the future: 

First. “learn to get along with 
people.” 

Second, “learn to exhibit more 
patience than any other man you 
know.” 

Third, “learn to respect other 
men’s ideas and opinions.” 

Fourth, “learn to think prob- 
lems through to the end.” 

Fifth, “learn to try to put your- 
self in the other fellow’s place.” 

Sixth, “be democratic.” 

Seventh, “be loyal.” 

Eighth, “cultivate cheerfulness.” 

Ninth, “work.” 





cember which would not other- 
wise be made.” 
J * * 

“Skinny” English, English bro- 
thers, Dallas, Tex., Dodge, Chrys- 
ler and Plymouths: “Moving up 
the date of new model announce- 
ments has enabled the dealers 
here to offer 1937 cars at a time 
when the bulk of the cotton crop 
is moving, and hence affords a 
chance to make sales on those 
models earlier than in the past, 
assuring a good turn over of new 
cars before Christmas. Retailers 
in this section have been bene- 
fited by the innovation.” 

* * * 

G. V. Smith, sales manager, 
Olds, Cadillac Co., Dallas, Texas: 
“Being able to display new models 
earlier has been a great help to 
us. The new models arrive in the 
southwest at the time the big 
money crop, cotton, is in swing 
and has changed what previously 
was a dead season into one of 
active selling. We hope the manu- 
facturers maintain the policy. 


Ford Gets Big 
Bus Order From 
City of Detroit 


DEARBORN, Mich.—A single 
order for 500 Ford V-8 metro- 
politan buses has been placed 
with the Ford Motor Co. by the 
municipally-owned Detroit Street 
Railway. This is believed to be 
the largest single order for buses 
ever placed in the United States. 


Deliveries are to commence 
within 90 days. It is expected 
that the last of the 500 units will 
be turned over to the railway 
company by next spring. 

The buses are of a new type 
with 25-passenger capacity. The 
design was developed by the 
Ford Motor Co. in collaboration 
with engineers of the Detroit 
Street Railway. Their aim was 
to provide a modern unit for low- 
cost, high-speed operation in 
heavy urban traffic. 

Purchase of the large fleet of 
the new type buses was deter- 
mined upon by the management 
of the railway company after ex- 
haustive tests over the past two 
years of 331 Ford V-8 buses on 
the heaviest traffic routes serv- 
ing the Detroit metropolitan area. 
At present the original fleet of 
Ford V-8 buses is piling up mile- 
age at the rate of more than 
1,000,000 miles a month. The first 
bus of the fleet already has 
traveled more than 120,000 miles. 

The new buses are of the pay- 
enter type, the entrance door be- 
ing forward of the front wheel. 


Truckers Sue 
To Enjoin State 
Limitation Law 


SPARTANBURG, S. C.—A large 
group of truck operators, manu- 
facturers and truck growers have 
filed suit in United States district 
court at Charleston, S. C., seek- 
ing to enjoin enforcement of Sec- 
tions 3 and 4 of the South Caro- 
lina motor carrier act of 1935, 








which limits the size of semi- 
trailer trucks, semi-trailers and 
trailers to not more than 20,000 
pounds. 

The complaint sets forth, 
among other things, that Sections 
3 and 4 of the motor carrier act 
violates the 14th amendment of 
the United States and of Section 
8, Article 1, “interfering with the 
rights of interstate carriers, plac- 
ing a burden on interstate com- 
merce by imposing a regulation 
on carriers which is not imposed 
in other states and causing great 
loss to the plaintiffs and others 
so situated.” 
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Logging Lubricants 
a" a recent bulletin issued by the Socony-Vacuum Oil 
Co., criticism is made of the present SAE method of 


designating automobile lubricants by numerals. 


Socony 


claims the present SAE designation, which relate only to 
the viscosity of a given oil at a given temperature, and 


are arrived at by counting the number of seconds required | 


for a given quantity of oil to flow through a standard ori- 
fice at an agreed temperature do not indicate the quality. 

As Socony states in its bulletin, the viscosity of oils 
will vary widely at different temperatures and the SAE 


ratings are made only at one point. 


Thus while the SAF 


rating will give a key to the lubricant they fall a long way 
short of indicating actual quality. An oil which may be 
rated as SAE 20 at 130 degrees may break down com- 


pletely at 300 degrees, or almost solidify at zero. 


What 


the owners and dealers need in these days, when special- 
ized lubrication is essential to long car life, is a key num- 
ber which will not only indicate the viscosity at a given 
temperature, but also the limits of viscosity under ex- 
treme heats and extreme colds. 

Couldn’t this problem be solved by an SAE rating 
which would indicate the viscosity of an oil at the normal 
operating temperature of the average engine and also give 
also the viscosity at zero and the danger point where good 
oils will still stand up but others may break down? 


Do We Need New Methods? 


a IT COMES to building new automobiles it is 
generally conceded that the fewest operations result 


in the least cost. 


In merchandising automobiles we seem 


to lean toward the idea that the greatest number of out- 
lets results in the deepest penetration of the market. 
There can be little question that back in the old days this 


was largely true. 


Many of the sales moguls back in those 


days, perhaps, were not too sure they were not engaged in 
a “gold rush” and quick sales were in order. 


During the past few years the industry has settled down 


to a definite market. 


The question of whether or not the 


demand for automobiles was transient or permanent has 
been answered in no uncertain tones. For this reason the 
“gold rush” methods are perhaps out of date. Increasing 
coverage in a territory through increased outlets instead 
of increasing penetration of the market in many cases 
has resulted in creating competition among dealers for 
the same line of cars, which dealers claim has been most 


detrimental. 


But in the dealer body itself we find many still revert- 
ing to the old-time tactics of buying sales rather than 


selling cars. 


Before it became a real problem to dispose 


of used cars, this practice was practical, and profits were 
possible because there were fewer used cars sold than 


new cars. 


Today,. when we are selling more used cars 


than new, dealer profits hinge on the profits or loss in the 


used car department. 


Thus the old methods in dealer- 


ships are as obsolete as the old methods in factory-dealer 


relations. 


The sooner the industrv gets together on this 


problem the better it will be for all of us. 


Our amiable advertising representative, Colin Seplh, re- 
turns from Oklahoma with the encouraging reports that 
the drouth in that area is so bad that the trees are chasing 
the dogs. 


By the Publisher 


“CAR RADIOS —and they’ll 
ARE LOUSY never get to first 

base with the mo- 
toring public!” said a sales man- 
ager of one of the (then) biggest 
auto factories in America. That 
must have been along about ’27 
or ’28 and we had poked our 
heads into the open window of a 
sedan which was demonstrating 
to passers-by just outside the 
Palace, where the show of that 
year was being held. There was 
an aerial that looked like a baby’s 
crib on top of the car, a box that 
filled up half the space in front 
of the driver, a horn that pro- 
jected into the car like a tuba 
and a set of hand controls half 
as large as the steering wheel. 
The demonstrator was _ having 
quite a time to keep the music 
coming in because every time the 
trains passed underneath in the 
subway, there was the real dick- 
ens to pay with his “car radio” 
which squealed and_ screeched 
like a fire department siren. The 
outfit we were listening to was 
priced at $225 but they were 
promising to bring out a smaller 
model ‘for the mass’ market’ 
which they “hoped to get down 
around the $100 mark!” 

ok * ok 


I don’t recall that I argued 
with my sales manager prophet, 
the fact probably is that I agreed 
with him and having thus nipped 
an infant industry right in the 
bud, we probably dropped into a 
nearby “speak” and regaled our- 
selves with our own sagacity. To 
prove how near right we were 
then (and as a lesson as to how 
near right you and I may be on 
some of the ney “gadgets” which 
are being introduced today) I am 
reprinting some statistics which 
“have a little meaning all their 
own”: 


The Volume Trend of Car Radios 
No.of The Consumer 
Radios Sold Paid 
34,000 $ 3,000,000 
5,940,000 
7,150,000 
25,598,000 
37,125,000 
55,000,000 
90,000,000 


Year 


*Estimated 


No one single accessory intro- 
duced in the past 10 years has 
added as much profit to the retail 
automobile dealers. It is prob- 
ably true that more than one-half 
of all the passenger cars built in 
America this year will be radio- 
equipped before they leave the 
dealers’ hands. Many dealers re- 
port that they have sold two out 
of every three cafs with radios 
this year. One had practically a 
99.44 per cent record. And, speak- 
ing of selling car radios I read 
an interesting answer to the old 
question, “Why does a car radio 
still cost so much?” by O. A. 
Lamoreux, Pontiac’s capable parts 
and accessory manager, which is 
well worth passing on to car 
salesmen. “This is still a logical 
question the salesman is con- 
fronted with—and the reason is 
obvious.” He writes, “Early 
household sets cost from $200 to 
$500 and today excellent cabinet 
sets cost well under $100, while 
satisfactory table sets can be 
purchased under $25.. Today— 
the price range of good car radio 
sets is from $40 to $90—probably 
the average is around $50. 

“The following illustration used 
by a salesman to a customer is 
interesting. The salesman pointed 
to an attractive mantel clock in 
the customer’s home. The owner, 
pleased, told the salesman, “It 
only cost $12.50 and keeps excel- 
lent time and has a fine chime.” 
The salesman then made com- 
parison to the mantel clock to 
the customer’s wrist watch which 
cost $100. “Both keep good time, 
but look at the size of that man- 
tel clock. the smallest gear in 
that clock is free from dust; 








Clothes Make The Lady 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Trailer Show 


We note from the Aug. 15 issue 
of your paper that you have de- 
voted approximately six pages of 
the issue to trailers and the show 
that has recently been held at 
Sandusky, O. 

Here in Sarasota, Fla., we really 
hold a trailer show and have an 
attendance that can be talked 
about. During the last winter we 
believe we had at least three 
times as many trailers here as 
they had in Sandusky. If you 
want to get the low-down on the 
trailer industry you should attend 
one of these shows here. 


We will have another one next 
year and no doubt it will be much 
larger than the last one. We are 
calling this to your attention as 
we believe it would be worth your 
while to have it covered. If it 
were given publicity in your 
paper in proportion to this San- 
dusky show you would have to 
devote a whole issue to it. 


We hope we may have the 
pleasure of having you with us 
here next winter and that if you 
do come you will find time to 


stays put in the same location 
and the temperature is about the 
same. Now your wrist watch is 
subject to all kinds of jars, tem- 
perature, moisture, etc., which 
only the finest of materials and 
workmanship can enclose in that 
small case—and still make it 
keep as good time as that mantel 
clock.” 


“Just so with your household 
set and car radio. Here you have 
a fine 60-foot aerial well away 
from high tension wires — the 
radio is free from dust, jars and 


stays in one place while a good} 


car radio has only a small an- 
tenna for signal pick-up; must 
perform satisfactorily wherever 
you drive over bumpy, dusty 
country roads or under trolley 
wires and like your wrist watch 
is a small compact unit.”—G.MS. 








drop in on us.—Jim Springer, 
Sarasota Motor Co., Sarasota, Fla. 
* * * ° 


Sites 

The rapid strides which the 
automobile trailer industry is 
making has come to our attention 
and it occurs to us that some of 
the manufacturers might like to 
have a plant located nearer the 
eastern seaboard than any of | 
them now seem to have. 

We are in position to offer ex- 
ceptional utility and transporta- 
tion facilities and a _ location 
which which is almost ideal in 
that it is within the heart of an 
area in which nearly sixty million 
people reside. 

From time to time you doubt- 
less receive requests for sugges- 
tions as to possible sites for 
plants and we would appriciate it 
if you would keep this city in 
mind and refer any questioners 
Page 23, Col. 5) 


(Continued on 





AS OTHERS 
SEE IT 


Old Auto Records 


Back in 1912 Chevrolet was 
building a six-cylinder automobile 
which would sell for $2,150, and 
they managed to sell 2,999 of 
these. In that year Hudson was 
building three models and sold 
5,708 of them at prices varying 
from $1,600 to $2,250. Ford in 
1912 built and sold 181,795 Model 
Ts. 

They were all touring models) 
priced at $550. Buick has to its) 
credit 19,812 sales in a price range 
varying from $900 to $1,725 for 
five different models. Oldsmobile 
built two four-cylinder models 
and one six. They sold 1,075 o 
the three models at prices rang- 
ing from $3,000 to $5,000. 

These figures are taken from 
the 1936 Automotive Almana 


(Continued on Page 15, Col. 3) 
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Part of the first day traffic, coming from Manhattan, on the newly opened 
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344.470 car owners 


enti 


Triborough Bridge, 


which connects three New York boroughs—Manhattan, Bronx and Queens. 


Air shot of Triborough 
Bridge over Hell Gate 
( foreground ) showing lift 
lridge over Harlem River 
1» Manhattan (upper left) 
end extension to Bronx 
(upper right). On the right 
is the famous Hell Gate 
railroad bridge connecting 
New York and New 
England. 


= 


0 Randall’s Island. Now a motorist can drive from Queens to Bronx 


PAY $140,000 IN TOLLS 
OVER ONE WEEK-END! 


- Friday to Sunday on the first full week- 
end New York’s new $60,300,000 Triborough 
Bridge was in operation (July 17-19) 92,583 
motor cars crossed . . . and pictures of the 
mammoth motor cavalcade made front pages 
everywhere. But the story which didn’t get 
printed . . . was the fact that this LARGE number 
of motor cars is only a very sMALL part of New 
York’s week-end traffic using other New York 
toll bridges and tunnels. On the same week-end 
117,580 motor cars crossed through the 
Holland Tunnel . . . 122,308 passed over the 
George Washington Bridge . . . 14,190 used the 
two Arthur Kill bridges joining Staten Island 
and New Jersey, and 7,809 crossed the Bayonne 
Bridge . . . In all, 344,470 cars used New York 
TOLL bridges at 50c or 25¢ per car. There is no 
record of cars paying fares on the ferries. But 
over this one week-end, New York car owners 
spent considerably more than $140,000 to go 
places in their own cars on their own gas. 

These figures do not include the car owners 
who used the free bridges or didn’t need bridges! 

This item of one week-end in New York gives 
some idea of the extent and caliber of the New 
York automobile market. There is no other car 
market in the world like it for size and spending 
power. Some localities may have a higher per- 
centage of ownership per families; but New York 
has more owners—and more first-car prospects 
as well, more potential than any other American 
urban market. 

Nor is there any other automobile market 
matched by so adequate a medium. The News, 
with more than 1,600,000 circulation on week- 
days, more than 2,700,000 on Sundays, reaches a 
majority of all the car-owners, all the prospects, 
all the non-owners; and reaches this richest of all 
domestic markets at the lowest advertising cost! 

At present most automotive advertisers are 
not doing justice to the New York market. . . 
or to themselves—unless The News is getting the 
major share of their New York appropriation! . . . 
And we’re all for Justice! 


NEW YoRK'S \— > “= PICTURE NEWSPAPER 


Tribune Tower, Chicago + Kohl Building, San Francisco - 220 East 42ND Street, New York Ciry 
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1,000% Increase in Volume Follows Modernization 


Sales Per Customer Rise 


17% After Change-Over 


BALTIMORE, Md. — Increasing 
lubricating gross returns nearly 
1,000 per cent in dollar volume 
and 17% per cent in sales per car 
customer is the astounding result 
of lubrication modernization by 
the Oriole Pontiac Co. here. 


The January figures show 
$181.70 as the gross with $1.99 
spent by each of 91 customers. 
May figures, the last available, 
show 492 cars for a total gross of 
$1,161.45 and $2.34 spent by each 
owner, 

Began Experiment 

H. D. Shipley, president of the 
company, began some. experi- 
menting in lubrication sales 
along in February. He tried sev- 
eral of the merchandising pro- 
grams submitted to him. All of 
them clicked and February 
volume increased 200 per cent. 
In March he not only added to 
the merchandising of lubrication 
and oil sales but completely mod- 
ernized the department. He 
adopted proved follow-up _ pro- 
grams and went after business. 
The operations for the month 
showed another increase. May 
convinced him he was right, for 
during the month the department 
handled 401 more cars than Janu- 
ary. By months, the figures are 
as follows: 

Cars Per Car 

91 $1.99 
205 1.97 
354 1.99 
391 2.47 

1,161.45 492 2.34 

Comparisons with last year’s 

operations are not available, as 


Peeees $ 181.70 
403.75 
703.20 
967.75 


Jan. 
PN eases e 
ae 


lubrication was not considered an 
issue with the company. One 
hoist was used now and then, 
mostly for the company cars and 
an occasional grease job. When 
in March, 1936, after noting the 
results of some active campaign- 
ing for business, a second hoist 
was put in operation and the 
greasing department emerged 
from a grease station into a spe- 
cialized lubrication department 
and had a real business campaign 
tacked on to it, business de- 
veloped faster than any other 
part of the business. General 
service work and car sales fol- 
lowed in turn. 


A break down of the business 
in May shows how profits were 
built up. Chassis lubrication sales 
totaled $454; gear _ lubricants, 
$200.20; motor oil sales $448.70, of 
which $381.40 was one brand 
only; wheel repacks, a feature 
which was vigorously campaigned, 
$52.90; spring lubrication, $4.50, 
and fittings 15 cents, making a 
total of $1,161.45. 


Breakdown Shows Profits 


The biggest day’s business was 
May 20, when 30 cars were 
handled with total sales amount- 
ing to $81.05 with an average of 
$2.70 per car although the big- 
gest average sale per car was 
May 15 when each car owner 
parted with an average of $3.45 
when his car came off the hoist. 


Shipley is thoroughly convinced 
that lubrication is a leading fea- 
ture of a dealer’s business. In a 
letter he states, “We are sincere 
in our belief that modernization 





Safe -Fast-Powerful! 


@ Here is a smooth, quiet, quick-acting lift that handles 
the big cars with never a hitch. Every convenience you 
can think of is included—even remote control through 
two unique valves located at a convenient place some 


distance from the elevator. 


The cylinder unit is massive, of exceptional strength 


to assure long wear. 
has a welded on solid head. 
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UP TO DATE surroundings and equipment boosted the Oriole Pontiac Co. of Baltimore’s business 
nearly 1,000 per cent in five months. The firm followed the modernization of the department by a cam- 
paign in which it told the car owners what it had to offer. They now sell $2.34 of lubrication service to 


every car owner. 


of the lubrication department is 
responsible for the improvement 
in volume. It has attracted the 
attention of not only our Pontiac 
owners but others, and I feel 
that our progress in this depart- 
ment alone is of vital interest to 
dealers in other points who may 
want more business from their 
owners. 

“We have retrieved a number 
of owners from competition by 
giving them approved lubrication 
for their cars by means of up-to- 
date equipment and pleasant sur- 
roundings.” 


Sunday Closing 
Law Will Get 
Further Test 


MILWAUKEE, Wis. 


Unless 
the new city ordinance banning 
the sale of automobiles and auto- 
mobile parts on Sunday is am- 
ended to permit the sale of ac- 
cessories, the constitutionality of 
the entire measure will be tested 
in the courts, it was indicated 
following the arrest of 13 acces- 
sory dealers, whose cases are 
scheduled to be heard in district 
court Aug. 25. 


The provision of the ordinance 
which permits sale of accessories 
by garage men in “emergency” 
repair cases was termed unsatis- 
factory and impractical by sev- 
eral dealers. The measure was 
sought originally by dealers in 
new and used automobiles who 
wanted Sundays off for them- 
selves and their employes. 


Those arrested were charged 
with the sale of spark plugs, bat- 
tery cable, distributor points, 
tire shoes, headlight bulbs, valve 
springs, and headlight fuses. 


Swiss Representatives 
To See Diesel Progress 


NEW YORK.—E. B. Wakefield, 
general manager Armstrong- 
Saurer Commercial Vehicles, Ltd., 
Newcastle - upon - Tyne, England, 
and executives from the Saurer 
company’s plant in Switzerland, 
will visit factories of American 
motor truck manufacturers and 
engine makers during September, 
according to the Automobile Man- 
ufacturers’ Assn. 

The visit is planned to give the 
Swiss manufacturers an insight 
into the development during the 
past five years of diesel engines 
by American manufacturers, par- 
ticularly in the motor truck field. 
A diesel engine for highway use, 
designed by the Saurer company, 
will be demonstrated by the visi- 
tors. 


Seattle Dealers Studying 
Pending Auto Legislation 


SEATTLE.—Dealers in this sec- 
tion are interested in the cam- 
paign of Senator E. L. Howard 
of Howard Motors Co., Ford 
dealer in the University district, 
and are supporting him for the 
state senate. Aside from the 
election interest, with dealers 
throughout the state supporting 
men they know will give the auto- 
mobile industry a fair deal, the 
state association is getting busy 
on desired state legislation. 

A series of state meetings are 
to be held at which proposed 
legislation will be considered in 
detail. Exemption from assess- 
ment is asked on new and used 
cars in dealer stocks. The King 
County assessor has agreed to 
sponsor such a law. This would 
eliminate the personal property 
tax on motor vehicles, both 
private hands and 
stocks. 

In the state sales tax the deal- 
ers will 


also for elimination of tax on ve- 
hicles sold to salesmen as dem- 
onstration cars. 

A third proposal says: “We will 
propose 
contracts between manufacturers 
and dealers, prohibiting manufac- 
turers from cancelling dealer con- 


Will Challenge 
Makers’ Right to 


Cancel Dealers 


MADISON, Wis. — The state 
banking department will soon 
conduct a hearing to determine 
whether a _ certain automobile 
manufacturer, through its Wis- 
consin distributors, has the right 
to cancel contracts of its automo- 
bile dealers without facing the 
revocation of its own license to 
sell cars in Wisconsin. 

Sen. G. Erle Ingram, special 
counsel, and John F. Doyle, su- 
pervisor of the division of con- 
sumer credit of the state banking 
department will conduct’ the 
hearing. Sen. Ingram believes 
that the finance company license 
law which became effective in 
January is comprehensive enough 
to cover revocation of licenses 
where dealers have been unfairly 
dealt with. 


Buys 20 Coaches 


TOLEDO.—Twenty additional mo- 
tor coaches of the pusher type have 
been purchased by the Community 
Traction Co. for Sept. 1 delivery. 
Recently 15 buses were purchased. 
Investment in new equipment this 
month runs about $300,000. 





in | 
in dealers’ | 


ask an amendment to) 


permit deduction of trade-ins and|the King County procession, dis- 


legislation for uniform | 





tracts without a proper hearing, 
and unless they repurchase the 
merchandise sold to such dealers,” 
is the statement of the associa- 
tion. 

Other legislation to be asked 
by the dealers includes adoption 
of the California Unfair Practices 
Act, this prohibiting price dis- 
crimination, sale of article at less 
than cost, gratuities, gifts and 
secret rebates. Another proposed 
bill would make it unlawful for 
manufacturer or wholesale dis- 
tributor “to sell or contract for 
the sale of motor vehicles to any 
motor vehicle dealer on the con- 
dition or with the agreement, ex- 
pressed or implied, that such 
dealer shall finance the purchase 
or sale of motor vehicles only 
through a designated finance com- 
pany or finance agency.” Severe 
penalties for violations are to be 
provided for. 

August business continues at a 
fair clip with Chevrolet leading 


placing Ford. Leaders up to Aug. 
15 follow: Chevrolet, 178; Ford, 
147; Plymouth, 111; Dodge, 39; 
Oldsmobile, 38; Terraplane, 35; 
Pontiac, 27 and Buick, 26. Total 
half-month sales are 722, which 
is very good, comparing to 916 
for the entire month of August, 
1935. 

In truck sales the showing is 
even better, the total at the half- 
way period being 120, compared 
to 136 for the entire month of 
August, 1935. Truck leaders up 
to Aug. 15 follow: Chevrolet, 35; 
Ford, 30; International, 14; Dodge, 
13, and GMC, 10. 


Dealer Assn. Pienic 


Draws Crowd of 600 
EAST LIVERPOOL, O.— Ap- 
proximately 600 persons attended 
the annual picnic of the Colum- 
biana County Automobile Dealers’ 
Assn. at Pine Lake near here. The 
group included about 100 dealers 
and their employes from the East 
Liverpool district. 

An all-day program of sports 
featured the affair, with awards 
to winners of all events. The 
program was in charge of Don 
K. Trotter, president of the asso- 
ciation, and his arrangements 
committee. 


SPRING 
COVERS 


For Every Car 
Added __ profit, 
pleased cus- 
tomers. 


Imitation leather (fabric) 


KELMORE SPECIALTIES, Inc. 
1931 BROADWAY, NEW YORK, N, Y. 





Sunday Law Close 
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Conn. Official Issues 


Regulations for Sabbath 


HARTFORD, Conn.—Following 
his announcement that Connecti- 
cut’s “Sunday Law” would be ap- 
plied to automotive’ establish- 
ments, Motor Vehicle Commis- 
sioner Michael A. Connor has is- 
sued a set of regulations defining 
activities which may or may not 
be conducted on the Sabbath. 
Local and state police have been 
asked to enforce the regulations. 


The commissioner states that 
licenses of dealers and repairers 
violating the Sunday rule will be 
suspended after hearing. He 
points out that a state law pro- 
vides a maximum fine of $50 for 
carrying on “any secular business 
or labor” on Sunday, “unless re- 
quired by necessity for mercy.” 


Regulations Listed 


The following regulations have 
been issued by the commissioner: 

“Sales rooms must be positively 
closed. 

“Sales lots must be kept free 
from salesmen. 

“Demonstration of motor ve- 
hicles must not be made under 
any consideration. 

“The use of plates on Sunday 
must be limited to personal use 
or legal loan as defined in Section 
1566 of the General Statutes. 

“Repair shops must be closed 
except for emergency repairs. No 
reconditioning or general over- 
hauling will be allowed. 

“Wreckers or tow cars shall be 
operated in connection with acci- 
dents only.” 

Defines Use 


Defining the reference to use of 
plates, the commissioner explains 
that “these plates may be used by 


Spare Lamp Kit 
Urged as Prices 


Are Reduced 


NEW YORK.—“Lower prices 
for automobile headlight lamps 
will encourage every motorist to 
carry a kit of spare lamps and 
equip them with the means of 
eliminating one of the bug-bears 
of highway safety, the one-eyed 
car” says David S. Youngholm, 
vice-president and general mana- 
ger of the Westinghouse Lamp 
Co., in announcing’ reductions 
amounting to 20 per cent in the 
price of the average automobile 
headlight Mazda lamps, effective 
Sept. 1, 1936. 

“Figures for accidents in 1935 
show that the condition of auto- 
mobile lighting, whether faulty or 
out of commission and thus a di- 
rect result of the lighting system, 
is an important factor in highway 
safety,” adds Youngholm. 

“There were 6,160 accidents 
caused by cars with one or both 
headlights out last year. These 
resulted in 380 deaths. Glaring 
headlights, often the result of in- 
ferior lamps, caused only half as 
many accidents, but caused the 
same number of deaths, 380. 

“Last year, 42 per cent of all 
accidents occurred at dusk or 
after dark, but these resulted in 
58.1 per cent of the deaths. With 
the cheaper and more efficient 
lamp, the motoring public cannot 
afford to be without a kit of spare 
lamps. By thus encouraging 
motorists to replace burned out 
lamps immediately, as well as 
lamps not functioning efficiently, 
there is an excellent chance to 
show a reduction in this type of 
accident. In addition, the lower 
prices should save $1,250,000 for 
the users of Mazda headlight 
lamps alone.” 


White Named 
ST. LOUIS.—J. H. White, St. Louis 
automobile retailer for 20 years, has 
been named sales manager of E. C. 
Miller Co., Hudson and Terraplane 
dealer. 








an owner or officer of any li- 
censed establishment for their 
own personal use. This does not 
include brothers, fathers, uncles, 
cousins, etc., as has been in the 
past. Dealers’ or repairers’ plates 
may be loaned to any person not 
to exceed five days in any year 
when such person’s passenger 
motor vehicle, properly registered, 
is undergoing repairs, or when 
such person has purchased a 
passenger motor. vehicle, the 
registration of which by him is 
pending.” 


i cpsetincatitndeipcataatate itt 


Pontiac Service 


Policy Extended 


DETROIT.— An innovation in 
new car service policies which. it 
is believed will be an added con- 
venience to owners is being intro- 
duced through the dealer organi- 
zation of the Pontiac Motor Co. 

“Heretofore, it has been neces- 
sary for new car buyers to have 
their cars serviced at the 500 and 
1500 mile marks in the shops of 
the dealers where they bought 
their cars,” Simpson explained. 

“Oftentimes owners have had 
to go out of their way to drive 
back to the point of purchase, in 
the summer months this has fre- 





quently meant additional expense 
to the owner for service given 
gratis by the factory and dealer. 


“The new service plan permits 
owners to have their cars serviced 
at any authorized Pontiac dealer 
in the United States. All they 
have to do is to present their ser- 
vice identification cards to the 
dealer and the work is done ab- 
solutely free, according to the 
service plan. 

“Two coupons are attached to 
the service certificates presented 
to new car buyers, one for the 
500 and the other for the 1500 
mile checkup. 

“At the completion of the work 
the coupon is detached from the 


certificate and mailed to the fac- 


9 


s Automobile Establishments 


tory. The dealer who did the work 

is credited for his expense. and 

the dealer where the owner bought 

his car is charged with a like 

amount. 

Goodrich Stores Offer 
New Type of Headlight 


AKRON.—A new headlight for 
all types of motor vehicles, said 
to assure greater road visibility 
under all kinds of driving condi- 
tions, is announced by Goodrich 
Silvertown stores, retail devision 
of the B. F. Goodrich Co. 

The Trippe Safety Speedlight is 
said to be for driving in fog and 
has also been engineered for mo- 
toring at high speeds, giving an 
improved factor of road safety. 


IT’S A HIT! 


News of Pierce-Arrow’'s Travelodge 
Brings Flood of Applications 
From Dealers Throughout Country 


Two weeks ago 


Pierce-Arrow announced the 


Travelodge—the first automobile trailer designed 
by automobile engineers, built by automobile 
men—as an addition to its regular production of 


motor cars. 


Within 24 hours an ever-increasing flood of let- 


ters, telegrams and 


long-distance calls began to 


pour into the factory—all eager to grasp what 
appears to be one of the greatest money-making 
opportunities of this decade. 


**We want four counties; attached is our order 


for 25 to show our 


good faith...” ‘*We want 


your franchise because we believe Pierce-Arrow 


will take leadership in trailer field...”’ **...Pierce- 
Arrow’s entry will tremendously stimulate pres- 


ent big market .. .” 


photographs; please 


seeeh oca7 


ee 


... sold three from 


hurry up franchise con- 


Territories are being assigned rapidly, but yours 
may still be open. The way to find out is to get 
in touch with us today—preferably by wire. 


Special Finance Plans A vailable 


TRAILER DIVISION 
PIERCE-ARROW MOTOR CORPORATION 


BUFFALO, N. Y. 
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Begin Unification of U.S. Traffie negulations 


Invite Key Contact Men 
To Represent Each State 


WASHINGTON.—Active work 
designed to effect unification of 
traffic regulations throughout the 
United States was begun this 
week by a sub-committee of the 
Accident Prevention Conference 
headed by Representative Emmet 
O’Neal, of Louisville, Ky. The 
conference was organized by 
Secretary Roper at the sugges- 
tion of President Roosevelt. 

Invitations have gone forward 
to one man in every state and the 
District of Columbia to act as 
key contacts for the conference. 
Forty acceptances have been re- 
ceived and in 14 states the con- 
tact men, co-operating with gov- 
ernors, have set up working com- 
mittees. 

Seek License Laws 

A meeting of Representative 
O’Neal’s committee to draft a 
national program was held in 
Washington Friday. A joint meet- 
ing of the committee and the key 
men from the various states has 
been called to work out further 
details. . 

Primarily, the conference will 
seek to have drivers’ license laws 
enacted in states which do not 
now have them. Plans also wil! 
be made for strengthening other 
state traffic laws. It is hoped to 
have complete programs ready 
for introduction when the next 
state legislatures meet. Forty- 
two are scheduled to convene in 
January. 

Virtually all national organiza- 
tions interested. in accident pre- 
vention have pledged their co- 
operation to the conference, it 
was stated. They represent, 
among others, automotive manu- 
facturers, farmers, and civic and 
public official groups. 


Key Men Invited 
Key men invited are as follows: 


Alabama, Lawrence Tipton, 
state safety director, Montgom- 
ery; Arizona, D. B. Hutchins, 


Supt. motor vehicle division, 
Phoenix; Arkansas, Winfred Lake, 
member, Arkansas senate, De 
Queen; California, William May 
Garland, Los Angeles; Colorado, 
N. W. Duke, Pueblo; Connecticut, 
Colonel Micheal A. Conner, com- 
missioner of motor vehicles, Hart- 


ford; Delaware, Walter Dent 
Smith, vehicle commissioner, 
Dover; Florida, Asher’ Frank, 
state safety director, Tallahassee; 
Georgia, Paul H. Doyal, chair- 
man, state revenue commission, 
Atlanta; Idaho, Emmit H. Pfost, 
commissioner dept. of law en- 
forcement, Boise; Illinois, Edward 
J. Hughes, secretary of state, 
Springfield; Indiana, Donald F. 
Stiver, director of public safety, 
Indianapolis; Iowa, Lew E. Wal- 
lace, supt. motor vehicle depart- 
ment, Des Moines; Kansas, George 
H. Mack jr., state highway com- 
mission, Topeka; Kentucky, Lee 
McClain, adjutant general, Frank- 
fort; Louisiana, P. M. Atkins, 
Monroe; Maine, Walter J. Bren- 
nan, safety engineer, Augusta. 
Maryland, Walter R. Rudy, com- 
missioner of motor vehicles, Bal- 
timore; Massachusetts, Francis J. 
DeCelles, commissioner of insur- 
ance, Boston; Michigan, Howard 
D. Brown, Detroit; Minnesota, F. 
C. Berry, director of safety, Auto- 
mobile Club, Minneapolis; Missis- 
sippi, Dr. R. N. Whitfield, Missis- 
sippi state board of health, Jack- 
son; Missouri, Hon. Dwight H. 
Brown, secretary of state, Jeffer- 
son City; Montana, Tom Stout, 
Louistown; Nebraska, Wm. Flake, 
state sheriff; Nevada, E. H. 
Walker, manager Reno Cham- 
ber of Commerce; New Hamp- 
shire, John F. Griffin, commis- 
sioner of motor vehicles, Con- 
cord; New Jersey, Arnold H. Vey, 
division of traffic control and 
regulation, Trenton; New Mexico, 
Joe Stevenson, Santa Fe; New 
York, Charles Harnett, commis- 
sioner of motor vehicles, Albany; 
North Carolina, Capus Waynick, 
chairman state highway and pub- 
lic works commission, Raleigh; 
North Dakota, Frayne Baker, ad- 
jutant general, Bismarck; Ohio, 
John Laster jr., director of high- 
ways, Columbus; Oklahoma, 
Walter Harrison, editor Okla- 
homan and Times, Oklahoma 
City; Oregon, Earl Snell, secre- 
tary of state, Salem. 
Pennsylvania, John B. Kelly, 
secretary of revenue, Harrisburg; 
Rhode Island, George L. Miner, 
Providence; South Carolina, R. 
Beverley Herbert, Columbia; 





Inventors that kept 
on inventing... 
and mastered the 
ball bearing art 


Nothing Rolls like a Ball 
No Other Form so Strong 


NEW DEPARTURE 


THE SORGED STEEL BEARING 

















KNOW THEIR BROWNS. They call these men the men with the 
“color camera eyes” because they can readily detect hundreds of 


shades of the same color. 


So far this year they have classified 107 


shades of a color which the textile industry insists is dark brown, and 
which to the eyes of the average individual appears to be just a single 
shade. Their ability to detect these various shades helps in making 
upholstery and trim cloth in Hudson and Terraplane cars match. The 
men are Jack Dice (left), general foreman, and Harry Bell, foreman, 
in the upholstery and trim cloth inspection division of Hudson Motor 


Car Co. 


|Motor Car Deaths 
To Date in 1936 
Down From 1935 


WASHINGTON.—A utomobile 
deaths in 86 principal cities dur- 
ing the first 32 weeks of this year 
totaled 4,647 compared with 5,033 
during the corresponding period 
of 1935, according to Bureau of 
Census figures given out this 
week. 


Fatalities for the week ending 
Aug. 8 totaled 164, compared with 
160 the previous week and 150 
during the corresponding 1935 
week period, it was stated. No 
deaths were recorded last week 
in 33 of the 86 cities. 


Chicago with 14 deaths, com- 








pared with seven the previous 
week, led all cities in totals. Rec- 
ords of other leading cities, com- 
pared with those of the previous 
week, are: New York, 11 against 
21; Detroit, 4 against 5; Los 
Angeles, 6 against 7; Newark, 3 
against 1; Philadelphia, 6 against 
4; Pittsburgh, 1 against 4; San 
Francisco, 1 against 2. 





South Dakota, Walter Conway, 
attorney general, Pierre; Tennes- 
see, Frank W. Ziegler, Nashville 
Chamber of Commerce; Texas, L. 
G. Phares, chief state highway 
patrol, Austin; Utah, Sidney L. 
Cate, asst. chief engineer in 
charge of maintenance, state road 
commission, Salt Lake City; Ver- 
mont, Murdock A. Campbell, com- 
missioner of motor vehicle depart- 
ment, Montpelier; Virginia, John 
Q. Rhodes jr., director division of 
motor vehicles, Richmond; Wash- 
ington, Harry C. Huse, director 
department of licenses, Olympia; 
West Virginia, Golonel P. D. 
Shingleton, director of public 
safety, Charleston; Wisconsin, 
Thomas Davlin, chairman state 
highway commission, Madison; 
Wyoming, Lester C. Hunt, secre- 
tary of state, Cheyenne; District 
of Columbia, W. A. Van Duzer, 
director of vehicles and traffic, 
Washington. 


Socony Issues 
National Map 
Of U. S. Roads 


NEW YORK.—A new type of 
illustrated highway map, designed 
to serve as road guide for motor- 
ists and to stimulate greater in- 
terest in motor touring through- 
out the country, has just been 
issued by the Socony Vacuum 
Oil Co. 


Printed on both sides of a 22 
by 32 inch pocket folder suited 
for mailing, the new piece con- 
tains two maps. One side carries 
a regulation revised and up-to- 
date indication of the principal 
highways throughout the country. 
together with a special mileage 
table which indicates distances 
between principal cities of the 
country. 


The other side offers a pictorial 
representation of points of inter- 
est in every state of the Union. 
Small colored drawings indicate 
such interesting attractions of 
the various states as sun-bathing 
at Palm Beach, dude ranches in 
Idaho and bob-sledding at Lake 
Placid. 

Other features include a listing 
of all national monuments, mili- 
tary parks and memorials, so 
coded as to make them easily 
located; and a similarly coded 
listing of all the country’s na- 
tional parks, with descriptive in- 
formation on the attractions and 
facilities of each. 

The new maps, it is announced 
by the Socony-Vacuum Touring 
Service, will be made available 
to motorists through the com- 
pany’s touring bureaus. 





New York Reflector Law 


Clarified by Association 





NEW YORK. — All passenger 
cars and trucks operating in New 
York state must be equipped with 
an approved type of reflector by 
Oct. 1, 1936, according to a recent 
ruling of the state legislature. 


The Automobile Merchants’ 
Assn. of New York has issued a 
bulletin to all its members clari- 
fying the provisions of this new 
law and describing just what the 
state officials will demand of 
every car owner. 


The association quotes the fol- 
lowing excerpt from the amended 
law: 


“Every auto truck having a 
width inclusive of load, of more 
than 70 inches, and every om- 
nibus having a seating capac- 
ity of more than seven pas- 
sengers, shall have securely at- 
tached to the back and front 
thereof two adequate reflectors, 
one on either side so placed 
that they will show the width 
of the vehic'e and every trailer, 
regardless of its width shall 
have two adequate reflectors on 
the rear so placed that they 
will show the width of the 
trailer. Every motor vehicle not 
hereinabove required to have 
reflectors shall have at least 
one adequate reflector securely 
attached to the rear. Such re- 
flector may be a part of the 
rear lamp. The reflectors on the 
rear shall be red and those on 
the front shall be yellow. No 
reflector shall be deemed ade- 
quate within the meaning of 
this subdivision unless it is of 
a size and type approved by the 
commissioner. 

The association points out that: 
1. It knows of no 1935 or 1936 
passenger car models which do 
not have an approved reflector 
(usually part of the tail light) as 
standard equipment and some 


cars 
1935. 


2. It is not necessary (contrary 
to several newspaper photographs) 
to have more than one red re- 
flector on a passenger car. 

3. Such reflector may be part 
of the tail light, or may be incor- 
porated in the lens of the light. 


were so equipped before 


Must Equip N. Y. 
Trucks With New 
Signal by Sept. 1 


ALBANY, N. Y.—Owners of 
trucks registered in this state are 
reminded that, under an amend- 
ment to the Vehicle and Traffic 
Law, it will be unlawful after 
Sept. 1 to operate a vehicle which 
is so loaded or constructed that 
the operator is unable to give 
clear hand signals, unless the 
vehicle is equipped with mechan- 
ical directional signals, approved 
by the commissioner of motor 
vehicles. 


The requirements are not the 
result of the commissioner’s reg- 
ulations but are provided by law. 
Charles A, Harnett, commissioner 
of motor vehicles, has made the 
following suggestions as to the 
type of vehicle which require 
signals: 


Where the steering post is more 
than 24 inches from the left ex- 
tremity of the vehicle or load, or 
where the distance measured 
horizontally from the steering 
post to the rear of the vehicle is 
more than 14 feet, directional 
signals should be installed. 

On the wider vehicle a signal 
must be located on the left ex- 
tremity, and a signal on the right 
extremity, both front and rear. 


SUNDAY at 7:30 ic: GULF SALUTES 
CHRYSLER 


in one of a series of tributes to the 
automobile industry 


& COLUMBIA NETWORK 


Julia Sanderson and Frank 
Crumit, starred in GULF’S 
Summer Show, with Hal 


Kem 


*s Orchestra and Ed 


Smalle’s 7 G’s. 








PO ON 


Pioneer Dealer Places “First Trade-In” 
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Says Used Car Lots 


Became Fixture in ’20 


LANSING, Mich.— Used cars 
have been in the limelight a great 
deal lately, and the question of 
trade-ins is one that meets with 
a great deal of discussion every 
time a couple of dealers get to- 
gether. Somebody, sometime, had 
to start this trade-in business, 
and very probably, there are a 
lot of dealers that wish it never 
had been. 

Recalling the history of the 
first trade-in, in a story appearing 
in the Lansing (Mich.) State 
Journal, George Bohnet, an offi- 
cial of the Capitol Automobile Co. 
fixes the date of the first trade-in 
as 1910. His company was organ- 
ized 30 years ago and is said to 
be the oldest retail dealer auto- 
mobile merchandiser in Michigan. 

No Trades 

Discussing the early days of 
the automobile and trade-ins, the 
article said, in part: 

In the pioneering days even 
when the first assembly lines were 
schemed out and what was then 


In the accompanying ar- 
ticle, George Bohnet, pio- 
neer Michigan automobile 
merchandiser, states that 
the first automobile trade- 
in was in 1910. As the auto- 
mobile business became 
more prosperous and sales 
mounted, he _ relates, the 
present type of trade-in 
practice became prevalent. 


Bohnet also says that the 
used car mart didn’t be- 
come a fixture of the auto- 
mobile world until 1920 or 
thereabouts. 


By way of continuing the 
discussion, ADN wonders if 
any of its readers can re- 
call trade-ins that antedated 
1910 or used car lots—as 
they are today—that were 
established before 1920. Now 
that the question has been 
raised, can anyone recall 
trade-ins prior to 1910, 
which Mr. Bohnet believes 
is the first? 





mass production put into effect, 
there were no trades. When a 
wealthy citizen—for automobile 
buying was confined exclusively 
at that time to the rich—wanted 
a new model, he scrapped his old 
car, sold it himself, or disposed 
of it in some other way. Some- 
times an outmoded model was 
turned over to a poor relative 
the same as old clothes. 
Paid Cash in Advance 

The purchaser of early days 
paid cash in advance for his car. 
There was no credit system built 
up by which car purchasing could 
be financed. There was no such 
opportunity as the used car lot 
for the poor in purse. In fact, 
the used car lot didn’t become a 
fixed mart in the automobile 


Service Section 


Limit Is Asked 


VANCOUVER, B. C. — Decision 
to petition the city council to ex- 
ercise powers it now possesses to 
limit the number of service sta- 
tions in this city by prohibiting 
further increase was reached at 
a recent meeting of the service 
station section of the Retail Mer- 
chants’ Assn., of which G. D. 
Cunningham is president. 

George R. Matthews, secretary 
of the RMA, states it is owing 
to the multiplicity of service sta- 
tions that the retail price of gaso- 
line to the consumer is so high 
in Vancouver, and in a statement 
in the press contended it was in 
the public interest that the city 
council should take such action. 

He pointed out that with an 
actual reduction of service sta- 
tions the retail price of gasoline 
could be materially lowered. 


world until 1920 or thereabouts, 


according to Bohnet. In 1910, he 
says, the use of the automobile 
was becoming more general. 
Roads were not so good, but the 
state highway commission was 
getting its improvement plans 
under way for a general state 
system of good roads. 

In 1911, automobile sales all 
over the country took a jump. 
Manufacturers were organized to 
build them more cheaply. Con- 
sequently the public, just com- 
fortably fixed for cash, would buy. 
Competition among manufac- 
turers became more earnest and 
it was competition, no doubt, that 
forced the system of trade-in, 
now in vogue, to the front. 


hic ck eee eats 
Chrysler Plants 
Gain in Safety 


DETROIT. — Remarkable ad- 
vances .in accident prevention 
among employes of the Chrysler 
automobile factory on Jefferson 
Ave. are reveaied by a recently 
published bulletin of the National 
Safety Council. The Chrysler plant 
is on the council honor roll for a 
49 per cent reduction in the fre- 
quency of accidents during 1933, 
1934 and 1935 and also for a 36 
per cent reduction in the severity 
of accidents for the same period. 
In both of these departments, 
Chrysler is the leader in improve- 
ment among the large automobile 
factories listed, it is reported. 

The Chrysler Kercheval body 
plant is shown to have made sim- 
ilar progress in reducing the fre- 


quency and severity of accidents. 
It ranks second among body 
plants in its percentage of reduc- 
tion of frequency in the three 
years mentioned, and it employs 
on the average almost twice as 
many men as the one plant that 
shows a slightly higher rating. 


lll. Automotive Assn. 


Plans Navy Pier Show 


CHICAGO.—The Illinois Auto- 
motive Assn. will operate its 4th 
annual automotive maintenance 
exhibits from Apr. 24 to 28, 1937 
at the navy pier, in this city. 

Advance reservations are now 
in the hands of Abe Cole, execu- 
tive secretary of the association, 
who acts as show manager, for 
over 90 per cent of the available 
space. 


The show will be conducted on 
the same plan as previous years. 


in 1910 











Don’t Judge a Man 
By His Clothing 

DETROIT.—In_ pointing 
out to salesmen that “clothes 
don’t make a _ prospect”, 
and that one is apt to find 
@ prospect for an automo- 
bile any place today, W. A. 
James, advertising manager 
of Hudson Motor Car Co. 
uses the following facts to 
back up this bit of selling 
logic: 

“A man who gave his oc- 
cupation as ‘retired street 
cleaner’ walked into a 
Brooklyn, N. Y., Hudson 
and Terraplane showroom 
recently and purchased one 
of the highest priced cars 
in the Hudson Eight line.” 





AMERICA’S 


IT IS ONE THING to feel that you are 
right. It is quite another thing to have 
someone else...a total stranger...prove 


that you are right. 


For years we have said that Better 
Homes & Gardens was naturally geared 
to the automotive market; that it was 
the automobile (and nothing else) that 
enabled men with more-than-average 
earning power to move out to the resi- 
dential and suburban districts...where 
their wives and children could revel in 
trees, shrubs, flowers, gardens. 


Now comes R. L. Polk & Company, with 


N O ” 


AUTOMOTIVE 


a cold, impersonal market study cover- 
ing 18 representative cities, and proves 
that Better Homes & Gardens tops every 


magazine in America not only in home 


So what? J 


are 1,400,0 


tion is not ‘ 


ownership but automobile ownership. 


ust this: Better Homes & 


Gardens rates top place in the thinking 
ofevery automotive manufacturer. Here 


00 families who own their 


own homes; whose mode of living de- 
mands a motor; to whom the big ques- 


‘Shall we buy?” but “Which 


shall we buy?” Meredith Publishing 


Company, Des Moines. 


BETTER HOMES 


& GAR 


; ba 


ath 


Ti ~~. 1400,000 FAMILIES 


deena MASS-CLASS HOME MARKET 


MARK ET 





Disiiernidution Pays Well for Small Town Dealer 
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Actual Figures Show 


Boost in 


By JAMES 


FREMONT, Neb. — Moderniza- 
tion of the lubrication depart- 
ment pays dividends in the 
smaller city as well as in the 
larger communities, as proved by 
the experience of the Grant Chev- 
rolet Co. of this city. Moderniza- 
tion, including the installation of 
two new hoists, boosted the num- 
ber of lubrication jobs from an 
average of two a day to seven 
per day and increased the aver- 
age sale per car as well, in this 
Platte River town of 12,000 popu 
lation. 

Fremont is situated about 4C 
miles from Omaha and 50 miles 
from Lincoln, Nebraska’s twe 
largest cities, so that the Gran: 
Chevrolet Co. has_ considerable 
competition to contend with. But 
this June the company opened a 
modern lubrication department. 
Eyuipment included two Globe 
hoists, two movable rubber-tired 
Graco greasing units with meas- 
uring meters, and other equip- 
ment to match. These units are 
of modernistic design and one 
carries lubricant for general body 
work, while the other contains 
chassis lubricant. 

The lubrication space was de- 
partmentalized by a painted floor 
and boundary lines, and_ the 
choice position of the service floor 
was given over to it. Features of 
the department include an abund- 
ance of light, both natural and 
artificial, and immaculate clean- 
liness. 

During the first 25 working 
days after the new department 


was installed, 139 lubrication jobs | monising with 


* 


Jobs, Income 


R. LOWELL 


were run through. Starting in 
July, an average of seven cars a 
day has been taken care of, com- 
pared with two a day for the 
comparable period in 1935. The 
average was nine cars a day dur- 
ing the first week of August 
when cooler weather arrived. 


Net income from _ lubrication 
operations last month totaled 
$261 as against $172 a year ago 
according to Edith Olsen, ac- 
countant for the company. The 
average sale per car on lubrica- 
tion jobs in the modernized de- 
partment is $1.99, or approxi- 
mately 25 per cent better than 
under the old system. The num- 
ber of oil changes was more than 
25 per cent greater than for the 
same month a year ago, with 
about the same increase over the 
month preceding installation of 
the new department this summer. 

Not only has the new depart- 
ment boosted lubrication sales, 
but all service and shop opera- 
tions have benefited, Miss Olsen 
said. Adjoining the grease hoists 
are marked-off spaces designated 
by reflecting glass signs sus- 
pended from the ceiling. Starting 
near the main entrance, these 
signs read as follows: “Special- 
ized Lubrication,” “Scientific 
Brake Service,” “Motor Analyz- 
ing,” and “Steering—Axle Work.” 
Two men are in charge of the 
lubrication department, and they 
assist with the work in the 
adjacent service stalls. 

Included in the new equipment 
added was a gasoline pump, har- 
the modernistic 





UP JUMPED SALES following the installation of this attractive and efficient lubricating division 
in the plant of the Grant Chevrolet Co., Fremont, Neb. Two lifts and a spick and span appearance con- 


tribute much to the layout. 











design of the lubrication equip- 
ment. The gas pump has added 
approximately $80 per month in- 
come to the service department. 


The Fremont company has 
taken advantage of the attrac- 
tiveness of the lubrication de- 
partment to boost tire sales. A 
metal tire rack, mounted on 
rubber-tired wheels, has been 
placed in the new department 
near the front entrance. Tire 
sales have increased considerably 
since the lubrication department 
was opened, Miss Olsen declared. 

The increase in lubrication and 
similar business has been accom- 
plished with very little paid ad- 
vertising aside from the opening 
announcement, according to Miss 
Olsen, but an advertising program 
probably will be used this fall. 
The company has found that the 
more efficient service made pos- 
sible by the new equipment has 


SALES [INCREASES 


almost twice as large as those 
of the industry as a whole 


A T the present period is it significant 
to note that the per cent of sales 
Nash and LaFay- 


ette is almost double that of the indus- 


increase shown by 


try as a whole. 


Progress of this kind is seldom the 
result of one or two unrelated factors. 
the result of a sound 
and co-ordinated effort initiated by the 
factory and carried out with enthusi- 
astic co-operation by the distributing 


It is, more likely, 


organization. 


* * 


factory to 


representative 
you. 


Kenosha, 


This implies, naturally, that not only 
are Nash and LaFayette products high- 
ly saleable, but that the policies under 
which they are sold are highly 
the 
Would you like to hear more complete 
details about the franchise that made 
this record possible? 
to C. H. Bliss, vice-president and di- 
rector of sales, will bring an accredited 


satis- 
dealer organization. 


A letter or wire 


to discuss them with 


The Nash Motors Company, 
Wisconsin. 


THE NASH-LaFAYETTE 


WASe-BUILT 


FRANCHISE 


given the department consider- 
able word-of-mouth publicity. 


Keep Working, 
Salesman Says 


DETROIT.—“The hardest part 
of any selling job is to keep your- 
self working!” 

This bit of automobile selling 
philosophy comes from Edward J. 
Anderson, star salesman of Walker 
Motors, Inc., Detroit Hudson and 
Terraplane dealer, who is one of 
the top ranking men of the Hud- 
son organization nationally, and 
one of the biggest prize winners in 
Hudson sales contests this year. 


Anderson solves the problem of 
“keeping himself working” by 
maintaining a large prospect “fol- 
low-up” file, and a secretary who 
keeps the file up to the minute 
and arranges daily appointment 
schedules, which keep him press- 
ing every hour of the day, and 
most nights, too. 

In addition, Anderson keeps in 
very close touch with all of his 
users, encouraging them to pro- 
vide him with leads. The per- 
centage who do is surprisingly 
large, he says, but it requires fre- 
quent telephoning and personal 
visits. 

“Lots of men I know in the 
automobile business are good 
salesmen, but they don’t see 
enough prospects,” comments An- 
derson. “I make it a point to 
keep working, to keep talking to 
prospects—talking to as many as 
possible each day. I find that the 
more people I talk with each 
month, the more sales I make.” 


Sales Up 54% 


TORONTO, Ont. (UTPS).—An in- 
crease of 54 per cent in sales of 
Studebaker passenger cars and 
trucks, in July of this year, as com- 
pared with July of a year ago, is 
reported by M. S. Brooks, vice-presi- 
dent and general manager of the 
Studebaker Corp. of Canada, Ltd. 
“This is the biggest gain yet reg- 
istered over a corresponding period 
in 1935,” stated Brooks, “and is 
especially significant for it is in- 
dicative of the growing acceptance 
of Studebaker products.” 








Condensed 

We were very pleased in 
looking over the Aug. 5 
copy of Automotive Daily 
News to note the contents 
in your Automotive AIl- 
manac, 

Information of this kind 
comes in very handy and it 
is very good to have it all 
condensed and, what is 
more, authentic. 

We have also heard a 
great many wonderful com- 
ments upon this issue and 
its contents. 

May your future issues of 
this kind be received as 
well as this one has and let 
us hope better.—W. L. Pow- 
lison, librarian patent dept., 
Automobile Manufacturers’ 
Assn., New York City. 


AAA to Demand 
Repeal of Govt. 


Car Excise Tax 


WASHINGTON.—Demand that 
the federal automotive excise 
taxes be repealed once and for all 
will be made by the American 
Automobile Assn. when Congress- 
ional committees begin studying 
revision of the tax siructure in 
the near future, it was announced 
here this week. 

“Retirement of the federal gov- 
ernment from the motor tax field 
would be nothing more or less 
than the carrying out of a definite 
promise made to the nation’s car 
owners when these taxes were 
first imposed in 1932 as a tempor- 
ary, emergency measure,” de- 
clared Thos. P. Henry, president 
of the AAA. “The recent White 
House conference concerning pos- 
sible future reductions in federal 
taxes made particular reference 
to removal of ‘inequities’ from 
the schedules and certainly there 
is no more glaring example of 
inequity in the entire set-up than 
these automotive taxes.” 

Repeal of the federal automo- 
tive taxes is particularly impor- 
tant at this time when the total 
tax bill of America’s car owners 
has risen to the highest point in 
history, Henry believes. 














Dealers Pay 
Half Ton 


Employes 


of lron Men 





EAST LIVERPOOL, O.—About 
a half ton of silver dollars aggre- 
gating $20,000 were paid to em- 
ployes of Columbiana County 
Automobile Dealers’ Assn. last 
Saturday. 

Representing a two weeks’ pay, 
the “iron men” will be issued in- 
stead of checks by 51 dealers, in- 
cluding 12 here. They have been 
obtained for this purpose from 
the banks, but most of them will 


financial institutions because of 
their inconvenience to carry. 

Don K. Trotter, East Liver- 
pool, president of the association, 
explained the plan was designed 
to indicate, in a material way, the 
influence of the automotive in- 
dustry as a basic business enter- 
prise in the community. 

Besides East Liverpool a score 
of towns and villages in. the 


% | likely find their way back to the|county participated in the event. 





Contract Carriers N 


lr 
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Only “Regular Schedule” 


Lines Are Considered 


WASHINGTON.—The Recon- 


struction Finance Corp. will not 
make loans to contract carriers, 
officials of the corporation stated 
informally this week. Asked 
whether such loans would be 
made, they pointed to the RFC’s 
recent statement that funds would 
be advanced to “motor carriers 
operating on regular schedule.” 
Obviously, they stated, this would 
zover only common carriers. 

By “regular schedule,” it was 
explained, the corporation meant 
operations over regular routes at 
certain specified times. 


Clears a Point 

The RFC also clarified another 
point which has been in the 
minds of many motor carriers 
since the announcement was first 
made, early in July, that it would 
lend to highway carriers. That 
was the question whether the 
loans secured in part by equip- 
ment trust certificates would have 
to be approved by the Interstate 
Commerce Commission or the Se- 
curities and Exchange Commis- 
sion. 

After a study of the legal as- 
pects of the question by RFC at- 
torneys, the conclusion reached 
was that the ICC would have to 
approve the loans, if they in- 
volved the issuance of equipment 
trust certificates which would 


bring the total outstanding secur- | 


ities of the borrowing carrier in 
excess of $500,000. 


The Motor Carrier Act specifi- | 
cally exempts from ICC approval | 


the issuance of securities involv- 
ing less than $500,000. 

As for the jurisdiction of the 
Securities and Exchange Commis- 


sion, the opinion of the RFC was | 


that the SEC would have no 
jurisdiction over those loans ex- 
empt from ICC approval, so long 
as they did not involve the issu- 
ance of equipment trust certifi- 


cates which would be sold to the 





Rangers Conduct 
Official Census 
Of Trailerites 


DENVER. Predictions that 
half of the American population 
would soon be trailer-house tran- 
sients is being checked by park 
rangers in the Yellowstone Na- 
tional Park at the request of the 
National Park service. Every 
house trailer checking in at either 
of the five gateways to Yellow- 
stone is being entered in an of- 
ficial census of the genus, “mo- 
torabilis residentis.” 

Many vacationists adopted the 
trailer home idea in previous sea- 
sons but roving estimates based 
on the number of such motor 
mansions gave support to the be- 
lief that their popularity this 
season is several hundred times 
as great as last year. 

Among the questions 
asked residents of the 
trailers for the census are: 

Whether the majority of such 
travelers are in business or re- 
tired; how long they have trav- 
eled this way; whether or not the 
trailer {fs taxed, and, if so, where 
and how much; how much is paid 
for camp space outside the park; 
whether the house on wheels is 
wired for electricity and how 
much is paid for electrical service 
at trailer camps; what the cost of 
the trailer was originally; who 
manufactured it; how far occu- 
pants travel in one day; and 
whether they use the trailer as a 
year-around home or for vaca- 
tions only, 


to be 
camp 





public. In other words, 
as long as the RFC intends to 
hold the equipment trust certifi- 
cates, issued by the motor carrier 
as partial security for its loan, 
the loan would not have to be 
approved by the SEC. 


general 


Legal Department 


The legal department of the 
SEC pointed out that in Subsec- 
tion 1, Section 4 of the Act, 
“transactions by an issuer not in- 
volving any public offering,” are 
exempt. 

“If the equipment trust certifi- 
cates are just issued to the RFC,” 
a SEC attorney said, “naturally 
they will be exempt from the SEC 
registration requirement.” 


oe - ees = 
Favor Later 
Registrations 


CHICAGO.—Increasing tax re- 
venue from gasoline would result 
from a policy of changing license 
fee registration dates in all states 
to 30 to 60 days after Jan. 1 an- 
nually, according to the Illinois 
Automobile Club. Such has been 
the experience of 31 states which 
have put this plan into practice, 
states Carl A. Barrett, president 
of the club, in an appeal to have 
Illinois follow suit. 


Maine, the first state to aban- 
don the Jan. 1 registration date, 
experienced an increase of 1,985,- 
000 gallons of gasoline within a 
year and a gain of $79,400 in col- 
lections, Barrett discloses, while 





the upturn in Michigan amounted 
to 5,001,000 more gallons and 
$150,030 greater tax revenue, 
State authorities in Illinois 
“have found it impossible to en- 
force the Jan. 1 law as it now 
exists,” said Barrett. Great mul- 
titudes of people just won't re- 
gister at that time. Being the 
middle of winter and immediately 
following the Christmas - New 
Year holiday season, they haven’t 
the money. Then, too, seasonal 
conditions are unfavorable for 
driving, and thousands of cars 
are laid up by their owners rather 
than dig up the required fees. 
“Most of the cars that are laid 
up during the first weeks of the 
year would continue on the road 
if the registration date were 
changed. That would mean more 
money in the state’s pocket.” 
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ot Eligible for RFC Loans 


Will be Handy 
I received my copy of the 
1936 Automotive Almanac 
and take this opportunity 
to express my hearty con- 
gratulations for the splendid 
manner in which the pub- 
lication was prepared. 


You have a great deal of 
data which I will find very 
helpful in the future and 
you can rest assure that it 
will be a handy reference 
book. 

Chris will recall our meet- 
ing at the Nash Motors 
birthday banquet in Keno- 
sha, when it was my pleas- 
ure to break bread with him 
side by side. I sincerely 
hope that I may again 


MOHAIR FOR MORE WEAR ~ 


says Dallas Yellow Cab 


ur. ¥- 
Collin on Avenue, 


Wadi 
= York city: 


COLLINS & 
CORPOR 


200 Madison Ave. ® 


tt, 
Ry! Schmi Corporation, 


signs of 


no value of our 


change 


AIKMAN 
ATION 


New York City 


Makers of 


@ Here’s proof that cab operators 


can offer their customers fashion- 


able and comfortable upholstery 


without sacrificing practical qual- 


ities or running up service costs. 


Modern ‘‘Breathing Back’’ Mo- 


hair Velvet offers unmatched 


wearing quality and ease of 


cleaning. Its new flexible, porous 


back permits automatic adjust- 


ment of air-pressure in the cush- 


ions, gives a softer, cooler ride. 


At the same time, it eliminates 


huge losses involved in recondi- 


tioning ‘‘used”’ interiors. 


REG. APPLIED FOR U. 8S. PAT, OFF. 
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the Aun Dimension 


The News of Automotive Advertising 
By GERRY SCHURMAN 


Football to Symphony 


Automobile advertisers are again lining up talent for 
their fall and winter broadcasts, most of which will again 


take to the air in September. 


Among the CBS clients are Sinclair, Packard, General 


Motors and Firestone. 


Sinclair will sponsor football programs with Red 
Grange, in addition to the regular Minstrel Show (see 4th 


Dimension, Aug. 15). 


Packard has signed up Fred 





Astaire for a Tuesday evening@— , 


program, 9:30 to 10:30, over the 
NBC-Red net work. It is under- 
stood that Jack Benny will fea- 
ture the first broadcast in lieu 
of Astaire, who will be on his 
way home from England. The 
program starts Sept. 8. 


GM returns the General Motors 


Concerts to the networks begin- 
ning Sunday, Sept. 13, from 10 
to 11 p.m. 

Richard Crooks and Margaret 
Speaks will broadcast for Fire- 
stone every Monday, 8:30 to 9:00 
p.m., beginning early in Novem- 
ber. 


Farmers Spend 

Below are figures showing the 
amount of money spent in farm 
papers by car and truck manu- 
facturers during the first seven 
months of 1936, according to 
Gordon Broholm of the Midwest 


Farm Papers. 

The percentage of ncrease in 
advertising expenditures for the 
industry as a whole is 22.8 per 
cent over the same period in 1935: 
Pass. Cars Trucks Total 
$ 13,050.00 $ 13,050.00 
69,075.60 153,637.48 

14,476.00 14,476.00 
74,864.21 66,345.58 141,209.79 
118,938.04 103,832.08 222,770.12 

25,909.52 25,909.52 
42,594.50 
66,512.78 

12,321.00 
155,449.00 

7,908.70 
13,050.00 

112.00 


Buick 
Chevrolet 
Chrysler 
Dodge 

Ford 

GM Truck 
Huds. Terra. 
Inter. Truck 
Nash-LaFay. 
Plymouth 
Reo 
Studebaker 
Willys 


$ 84,561.88 


42,594.50 
66,512.78 

12,321.00 
155,449.00 
1,283.50 
13,050.00 
112.00 


6,625.20 


$869,000.89 


Total $515,213.85 $353,787.04 


Poll 

Three times a week for nine 
weeks Goodyear will broadcast 
the results of the Literary Digest 
presidential poll. This will be 
the first time the copyrighted fig- 





ures have been made available 
over regular broadcasts under 
dual sponsorship. Sixty-four sta- 
tions will carry the broadcast be- 
ginning Sept. 2 and continuing 
every Monday, Wednesday and 
Friday evening until the day be- 
fore the election. Final results 
will be given Monday, Nov. 2. 


Pontiac Changes 

Several changes have just been 
announced in the personnel of 
MacManus, John and Adams, Inc. 

Robert M. Ross, for several 
years automobile editor of the 
Detroit Times, has joined the 
agency to handle Cadillac-La- 
Salle publicity. 

George Davis has been trans- 
ferred from the Pontiac group 
within the agency to the Cadillac 
group where he will function as 
account executive under the di- 
rect supervision of James R. Ad- 
ams, who is the active head of 
that group. 

Stepping in Davis’ place on 
sales promotion and_ creative 
work in the Pontiac group is 
Edward Taylor, who comes from 


Where are the Sunday Drivers 
on Week-days? 


Daive your car on main highways on 
Sunday and you will become involved in 
traffic so heavy you feel that everyone 
drives an automobile, and almost everyone 
does (On Sunday). But, return to these 
same highways on week-days and you 
decide that hardly anyone drives an 


automobile. 


The “Sunday Drivers” have all gone some- 
where. If you are selling automobiles, gas, 
oil, or auto accessories you will be inter- 
ested in knowing where they have gone. 


Eighty per cent of them are riding the 
street cars to work, to shop, to the theatre, 


or to school. 


The other 20% will interest you, too, if you 
are in the automobile business, because 
they represent clean deals. 


The place toreach the “Sunday Drivers” and 


their families on week-da 
Cars, Subways, Elevated 


s is in the Street 


ines and Buses. 


Western Advertising Manager 


20 North Wacker Drive — Chicago 


ea Le 
ADVERTISING COMPANY 


D. P. Brother Co. Taylor had 
several years of previous experi- 
ence with Campbell-Ewald Co. 

John Kimball has been pro- 
moted to account assistant in 
charge of production in the Cad- 
illac group. 


Notes 

The Anderson Co., Gary, Ind., 
maker of Anco Vision-Control 
products, has appointed Schwab 
& Beatty,- Inc., as advertising 
counsel. A campaign devoted to 
the Sleet-Master is now in 
preparation for release in na- 
tional weeklies in the fall ~ 
Ray G. Maxwell, Inc., has been 
named eastern advertising rep- 
resentative for Trailer - Travel 
magazine ... W. M. Hanson, ad- 
vertising manager of the Four 
Wheel Drive Auto Co. since 1925, 
has resigned to handle sales and 
advertising work for the Algoma 
Net Co....K. W. Sinninger has re- 
signed as publicity director of 
the firm and has been succeeded 
by A. H. Rice, editor of the FWD 
Truck News ... T. H. Frazier, 
formerly on the advertising staffs 
of the Chicago Evening Post, St. 
Paul Dispatch and Pioneer-Press, 
New York Herald-Tribune and, 
until the discontinuance of its 
national advertising department 
last year, advertising manager of 
the New York Post, has joined 
the Bronx Home News in charge 
of general automotive advertis- 
ing. He replaces Alfred M. Ev- 
ans, resigned . . . Continental Oil 
Co. has named A. J. Rabe, for- 
merly assistant advertising man- 
ager, as advertising manager. He 
succeeds Wesley I. Nunn, who re- 
signed to become advertising 
manager of Standard Oil of 
Indiana. 





Wants Extras 

We have just received 
your 1936 Automotive Al- 
manac and while we have 
merely glanced through it, 
we cannot congratulate or 
commend you too highly 
for the splendid array and 
invaluable information 
which you have assimilated 
within the covers of your 
Automotive Almanac, which 
name we also approve. 

We are particularly inter- 
ested in page 26, entitled 
“Roster of American Car 
Makes, Past and Present.” 
We would like very much 
to be able to supply the 
various local Automobile 
Dealers’ Assns. throughout 
Canada with a copy of this 
roster and would appreci- 
ate, if at all possible, for 
you to supply us with 100 
copies of this sheet, together 
with the privilege of dis- 
tributing them as above in- 
dicated and to others in- 
terested in the automotive 
industry—James R. Dixon, 
secretary The Dominion 
Automobile Dealers’ Assn., 
Ottawa, Can. 











Name Arthur C. Bader 


To Gar Wood Position 


DETROIT.—F. E. Ritzenheim, 
branch manager of the air con- 
ditioning division, Gar Wood In- 

dustries, Inc., 

has appointed 

Arthur C. Bader 

to serve those 

engaged in the 
architectural 

profession in the 

Detroit metro- 

politan area. 

Bader has 

charge of all 

architectural ac- 

? tivities and is 

A. C. Bader devoting his en- 
tire time co- 

operating with architects. 

“Architects prefer to deal with 
one individual in an organiza- 
tion,” stated Ritzenheim. “Bader 
is fitted for that position.” 

Bader was formerly connected 
with the Federal Motor Truck Co. 
and the Packard Motor Car Co. 





App 
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May Limit Show Space at ASI Show, Says Committee 


lications Pour into 


Chicago Headquarters 


CHICAGO. — Applications now 
on hand for every bit of available 
display space in the 1936 Automo- 
tive Service Industries Show 
make it appear that the show op- 
erating committee will have to in- 
voke its prerogative of setting a 
limit on the amount of space al- 
lotted to any one concern, in or- 
der that all qualified applicants 
for space can be accommodated. 


According to Show Manager, 
A. B. Coffman, 288 concerns had 
filed their space applications by 
midnight, Aug. 10, the deadline 
for receipt of applications to be 
included in the first space draw- 
ing. 

At last year’s show in Atlantic 
City the exhibits of 342 concerns 
occupied approximately the same 
amount of space as is available 
in the Navy Pier so it is evident 
that manufacturers generally, are 
planning larger exhibits in antici- 
pation of what will doubtless be 
a record-breaking jobber atten- 
dance during the five-day show in 
Chicago, Dec. 9-13, inclusive. 


That there is a sound basis for 
this expectation is shown in the 
unusually heavy advance requests 
from jobbers for hotel reserva- 
tions, and in the queries addressed 


to the association headquarters 


Form Sales 
Group For 
Auto-Lite Plugs 


TOLEDO.—Frank A. Nealon, 
sales manager of the new mer- 
chandising division of the Electric 

Auto Lite Co., 
this week an- 
nounced com- 
pletion of a 
world-wide mar- 
keting organiz- 
ation for Auto 
Lite’s latest 
product, spark 
plugs. 


Nealon has! 


appointed six 
divisional man- 
agers for the 
United States. 
They are Joseph F. Clark, New 
York City, eastern division; Her- 
bert A. Roberts, Cleveland, mid- 
western division; H. C. Williams, 
Chicago, central division; Edward 
F. Arnold, Oklahoma City, south- 
west division, and D. M. Skirving, 
San Francisco, western division. 
Each ‘selects his own district 
managers. 

Nealon also announced appoint- 
ment of R. C. Thompson as ex- 
port manager, with headquarters 
in New York City. Auto Lite has 
57 distribution points in foreign 
countries, two in Canada and sev- 
eral thousand retail outlets in the 
United States, including 2,000 of 
its own official service stations. 

Formerly sales manager of the 
Sterling Cable Corp. and the 
American Enameled Magnet Wire 
Co., Port Huron, Mich., both now 
Auto Lite subsidiaries, Nealon is 
widely known. Some years ago he 
was a sales executive of the 
Packard Electric Co. and prior to 
that was in the advertising 
agency business. 

Under his guidance, the new 
Merchandising division will dis- 
tribute, in addition to Auto Lite 
spark plugs, Moto Meter acces- 
sory products and various other 
automotive items. Auto Lite, with 
some 400 products, thus extends 
its position beyond that of a con- 
tract manufacturer of original 
equipment, and now becomes a 
merchant with a nation-wide sales 
organization and _ international 
connections, to sell original 
equipment and replacement prod- 
ucts to the retail trade. 


F. A. Nealon 








offices by non-member jobbers de- 
siring show invitations. 

At the show space drawings to 
be held in the Hotel Sherman in 
Chicago on Sept. 11, manufactur- 
ers whose applications were on 
file by Aug. 10 will receive first 
consideration while new members 
and those filing after that date 
will participate in the second 
drawing. 

The drawings will be under the 
supervision of the joint operating 
committee, representing the three 
sponsoring associations, the Na- 
tional Standard Parts Assn., Mo- 
tor & Equipment Wholesalers 
Assn., and Motor & Equipment 
Manufacturers Assn. 


AS OTHERS 
SEE IT 


(Continued from Page 6) 


published by Automotive Daily 
News of Detroit, which is just 
off the press. This new 144-page 
book is crammed with facts and 
figures pertinent to the manufac- 
ture and sale of motor cars and 
their allied interests. The car 
maker’s chronology, from which 
the above figures are taken, is a 
new feature and gives a tabular 
history of each of the companies 
manufacturing automobiles. It 
gives data as to production, mod- 
els, prices, employment and high- 
lights in the development of each 
company since inception to the 
present. 


In addition, the Almanac carries 





“Ey—I hardly know what to say.” 
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registration figures of cars and 
trucks by makes and states for 
the last six years, as well as pro- 
duction from 1929 to July 1, this 
year. 

It also has valuable data on 
taxation, employment, export, 
highways, highway safety, gaso- 
line and oil statistics, as well as 
such other features as the finan- 
cial structure of the industry and 
advertising money spent by the 
manufacturers. 

The Who’s Who section, giving 
the personnel of the various com- 
panies in the industry, contains 
twice the number of names car- 
ried in the 1935 edition. An en- 
tirely new department is the Buy- 
ers’ Guide, which lists the various 
concerns under the caption of the 
product each manufactures.— 
Elmer P. Thompson, in the New 
York Post. 


Atlanta Ford 
Reports Record 


ATLANTA.—July sales of Ford 
V-8 new passenger cars, commer- 
cial cars and trucks, broke all 
records for the past six years for 
the same month in the Atlanta 
branch territory of the Ford Mo- 
tor Co., according to E. D. Bot- 
tom, manager. 

Parts sales for July were the 
largest of any month since Oc- 
tober, 1929. July accessory sales 
exceeded any previous month this 
year. 

The popularity of the radio 
unit is evidenced by the fact 
that July was the biggest month 
for the Atlanta branch since 
radios were introduced by the 
Ford Motor Co. 


WHEN YOU RUN INTO A SELLING JOB 


_, are two kinds of peo- 
ple in the world—-the style 


Advertisers havea way of start- 
ing these trends, a way of putting 


ing wave sweeps the country. 
Interesting to automobile man- 


setters and the copiers. The people 
who just naturally must have 
new things first. And the people 
who imitate them. 

Wise salesmanagers know how 
to capitalize on this. They get 
these key people to wear their 
neckties first, ride in their auto- 
mobiles, buy their wares—and 
presto! A thousand other lesser 
people who have been watching, 
surge forth to buy “the same car 
Mrs. Jones-Jones has.” 


New York Motor Show Issue 
dated Nov. 14—out Nov. 11 


their wares before the buying 
eyes of the right people, at low 
cost. 

They advertise—frst—in The 
New Yorker. 

They get these 132,000 people 
interested, and the sales pump 
is primed. New York starts a 
buying trend, Philadelphia, Buf- 
falo and Cleveland watch New 
York. Sandusky watches Cleve- 
land and buys accordingly. Thus 
sales spread fanwise, and a buy- 


ufacturers is the curious parallel 
between “New Yorker” readers 
and new car buyers. In the 41 
principal trading areas through- 
out the country, where 50 to 82% 
of the new cars are registered, 
The New Yorker has 82% of its 
circulation concentrated. Thus 
The New Yorker—a national 
weekly of selective circulation— 
matches your market. 

Sell the people other people 
copy—and you sell all. 


THE 
NEW YORKER 


SELLS THE PEOPLE OTHER PEOPLE COPY 
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Plan to Solve Used Car Problem Offered by Dealer 


Chevrolet Merchant Says 
Manufacturers Must Help 


DETROIT.—A co-operative used 


car market, measures for forcing 
“chiselers” into line and other 
features are included in the plan 
submitted by Larry Dimmitt, 
Chevrolet dealer in Clearwater, 
Fla., and which he claims will 
solve the used car problem. ADN 
passes the plan on to its readers 
with the hope that they will find 


it thought-provoking. Says Dealer | 


Dimmitt: 

For the past 25 years various 
so-called solutions of the used 
car problem have been advanced. 
Appraisal books, central appraisal 
committees, co-operative used car 
marts and other ideas have proven 
unsatisfactory because they were 
fundamentally unsound. 


Dealer for 19 Years 

For 19 years I have been an 
automotive dealer and during 
that period I have struggled daily 
with the used car problem which 
has grown steadily worse. Now, 
for the first time, manufacturers 
are acknowledging the serious- 
ness of the situation and are try- 
ing to the best of their ability 
to help. 

All their efforts will fail and 
all the money they are expending 
to help the dealers wil be wasted 
because they are working at the 
wrong end of the line. You might 
as well try to build a house by 
building the roof first and trying 
to build a house under it. 

The new NADA plan will fail 
because, like all other plans 
which have proved unsuccessful, 
it relies on hearty co-operation 
of the retail dealers. The good 
merchants will co-operate, as 
usual, and the bad merchants will 
juggle their books and accounts 
as usual. 


No Plan 100% Good 


No plan can be evolved that 
will be 100 per cent successful 
because there will always be a 
few dealers who try to beat any 
plan. I believe my plan can be 
made 90 to 95 per cent efficient 
because it is the only plan that 
will instill and foster the fear in 
the hearts of a_transgressing 
dealer that he will lose his fran- 
chise if he fails to co-operate un- 
der the plan. 

I appreciate the fact that no 
plan can prevent an unscrupulous 


“What! 


no 





dealer from secretly passing a 
cash rebate to a customer but 
the NRA proved this practice can 
be held to an absolute minimum 
and police powers under my plan 
can practically eliminate this 
practice. 


I have worked on this plan for 
several years, always having in 
mind that any successful plan 
must be sufficiently elastic to 
handle the situation equally as 
well in the largest city as in the 
smallest village and I believe my 
plan will work as well in New 
York City as it will in Clear- 
water, Fla. 


Any successful solution-of the 
used car problem must originate 
with the manufacturers—all plans 
which anticipate or incorporate 
concerted action by the dealer 
body will fail—that has been 
proven conclusively in the past 
25 years, even under federal sanc- 
tion as in the case of the NRA. 


Agree to Franchise 


All automobile manufacturers 
must agree to write a dealer’s 
franchise which will strictly pro- 
hibit dealers or their employes 
from— 

(1) Trading, buying, selling or 
handling on consignment any 
used motor vehicles. 

(2) Attempting either directly 
or by subterfuge to market or 
help to market any used vehicle 
for any purpose or under any 
condition. 

(3) Giving directly or indirect- 
ly any rebate in cash, accessories, 
service or anything else (either 
before or after a deal is made) 
to any purchaser of a new motor 
vehicle. 


A breach of any of these three 
conditions shall automatically 
cancel the dealer’s franchise. 


Every dealer’s franchise must 
provide a “penalty clause” here- 
inafter outlined in a paragraph 
titled “Policing the Plan” and 
all manufacturers must agree to 
co-operate on the policing pro- 
vision. 

In every town or city in the 
United States where there are 
two or more automobile dealers, 
the dealers will immediately form 
a co-operative used car merchan- 
dising corporation which will 


Trade-ins?”’ 


In the trailer business—with the 

Covered Wagon franchise—every 

deal is a clean deal—there are no 

trade-ins to eat up your profits and run up your overhead. 
One dealer in a town of 50,000 people has sold MORE 
THAN 150 Covered Wagons so far this year—and the big 
fall and winter buying season is just over the hill. 


Get in on this EXTRA-PROFIT business NOW! 


Write 


or wire us today and we will send you the facts about the 
SAFEST, SUREST and MOST PROFITABLE franchise 


in the trailer industry. 


COVERED WAGON COMPANY 


444 Cass Avenue 


Mt. Clemens, Michigan 


Suburb of Detroit 
Travel by Covered Wagon AND SAVE! 


PART OF AN EXHIBIT by United Motors Service in the lobby 





of the General Motors Building, Detroit, demonstrates the special | 
equipment used in the modern trailer to provide home-like comfort. 
A Delco “Little Joe” light plant, Delco battery and Delco 6-volt radio 
are displayed in a latest model Silver Dome trailer. 


hereinafter be called the “Used | cent of the retail market value 


Car Exchange.” 

Each dealer shall, immediately 
upon signing the new franchise, 
sell to this used car exchange all 
his used vehicles except demon- 
strators and service cars, at a 
price to be determined either by 
a properly appointed appraisal 
committee or at the “as is” or re- 
conditioned price as shown in 
the latest addition of the NADA 
Appraisal Guide, the price of each 
vehicle to be governed by the 
condition of the vehicle. 


The dealer will accept as full | 


payment for said vehicle, stock in 
the used car exchange, said stock 
to be of the same value as the 
appraised value of the vehicles 
sold by the dealer to the used 
car exchange. 

Will Pay Each Dealer 


On or before the 10th day of 
each calendar month thereafter, 
the used car exchange will pay 
each dealer for any and all of 
said vehicles which have been 
sold by said used car exchange 
during the preceding month. 
Price to be paid to dealer by 
used car exchange to be the price 
the used car exchange allowed the 
dealer for said vehicle less 20 per 
cent. When the dealer has been 
paid for all the vehicles repre- 
sented by stock issued to him, 
said stock shall be returned to 
said used car exchange and re- 
tired. 

After all said stock has been 
retired, each dealer shall be 
issued one share of voting stock 
in the used car exchange, which 
voting stock shall be all of the 
stock outstanding and each 
dealer, regardless of size, shall 
have one equal vote in affairs of 
the used car exchange. 


Exchange Gives Appraisal 


Under the manufacturer’s new 
franchise, after the used car ex- 
change has been organized, no 
dealer will be allowed directly or 
indirectly to handle any used ve- 
hicles. When a prospect for a 
new motor vehicle requests an 
appraisal on his car or truck, the 
prospect will be referred or taken 
to the used car exchange where 
an appraisal will be given. The 
appraisal will be based on cur- 
rent retail market value of the 
vehicle appraised, less (1) 20 per 





and (2) the cost of recondition- 
ing. 

Said retail market value to be 
the reconditioned sales price as 
shown by the latest issue of the 
NADA appraisal book. From said 
reconditioned sales price shall be 
deducted the cost of recondition- 
ing at the regular scale as pro- 
vided in the NADA appraisal book 


except where cost of recondition- | 
ing will be in excess of the NADA | 


set scale. 
Excess Cost Rare 
In that event the cost of re- 
conditioning together with serial 


|and motor numbers and descrip- 


tion of car must be telephoned 


| by the used car exchange mak- 


ing the appraisal to all the other 


|}used car exchanges in the city. 
| This clause will, 


of course, only 
apply to cities where there are 
two or more used car exchanges. 
In fact, cost of reconditioning in 
excess of scale provided in NADA 
appraisal book will be rare ex- 
cept on wrecked vehicles. 

If, after a fair trial, the values 
shown in the NADA appraisal 
book are found unsatisfactory 
from a merchandising standpoint, 
a committee composed of the 
managers of the used car ex- 
changes and dealers in each zone 
shall set the values monthly for 
the NADA appraisal book. 

When a dealer delivers to the 


used car exchange a used motor | 


vehicle which has been appraised 
by the used car exchange, to- 


| gether with a good and sufficient 


title to same, the used car ex- 
change shall (provided the said 
motor vehicle is in the same con- 
dition as when appraised) pay 
said dealer for said used motor 
vehicle at the net appraised 
value. 


Will Charge Dealer 

To assure the used car ex- 
changes ample funds on which 
to operate, each manufacturer 
will charge each dealer a certain 
amount on each new motor ve- 
hicle purchased by the dealer 
from the manufacturer, said 
amount to be determined by the 
manufacturers and to be based 
on a certain per cent of the fac- 
tory list price, the per cent being 
the same on all makes of cars. 
Said amounts to be collected by 
the manufacturers from the deal- 


| 





ers at the time payment for new 
motor vehicle is made by dealer, 
and forwarded on or before the 
10th day of each calendar month 
to the proper used car exchange. 
Where a new motor vehicle is 
sold by one dealer to another 
dealer at cost, this charge will be 
collected from the buyer by the 
seller. 

Each used car exchange will 
operate sufficient used car lots 
or building to market efficiently 
and economically the used ve- 
hicles it will be called upon to 
handle. Regardless of the num- 
ber of locations it may be oper- 
ating, the used car exchange will 
appraise motor vehicles at one 
location only in cities up to 100,- 
000 population. In cities of over 
100,000 population additional ap- 
praisal locations may be main- 
tained but all appraisals in any 
city must be the same. This will 
be controlled by the NADA ap- 
praisal book. 

In towns, suburbs or communi- 
ties, where there is only one 
dealer, said dealer must market 
his used vehicles through and co- 
operate with the nearest used car 
exchange. 

Arrange Floor Plan 


Arrangements must be made by 
the manufacturers with their 
affiliated finance companies to 
floor plan used motor vehicles for 
the used car exchange on a con- 
servative basis in the event used 
car exchanges need this assist- 
ance. 

Permission must be obtained by 
the manufacturers from the Fed- 


|eral Trade Commission or proper 


governmental authority to put 


this plan in effect. 
Policing the Plan 

It is obvious that some manu- 
facturers pushing for production 
and volume sales will be prone 
to overlook or countenance viola- 
tions by unscrupulous dealers, of 
the rebate provisions and other 
subterfuges tending to defeat the 
plan. This was done under the 
NRA and if it can be done under 
a federal law it will be done un- 
der any plan unless the penalty 
is made sufficiently severe and 
positive to discourage any un- 
scrupulous dealer who attempts 
any violations. 

Therefore, it is absolutely es- 
sential that every dealer fran- 
chise carries a clause penalizing 
a dealer who violates the rebate 
provision or is guilty of other 
subterfuges. The penalty should 


|be the dealer’s gross profit on 


every transaction where violation 
can be proved. The proof shall 
be arrived at as follows: 


Appears Before Council 

When a dealer is accused of a 
violation he shall appear before 
a council of the other dealers 
composing the used car exchange 
of which he is a member. Upon 
presentation of evidence a vote 
shall be taken and if said dealer 
is convicted by a majority of the 
dealers comprising the used car 
exchange of which he is a mem- 
ber, a letter shall be written to 
the manufacturer holding the 
franchise under which said dealer 
is operating, advising said manu- 
facturer of said violation and said 
manufacturer shall immediately 
forward check covering gross 
profit on the transaction involving 


|said violation to the proper used 


car exchange. 

The manufacturers will protect 
themselves by embodying in their 
dealer franchise a provision that 
a dealer upon signing the fran- 
chise will deposit with the man- 
ufacturer a sum based on his con- 
tract allotment, to be used to take 
care of any penalties invoked by 
reason of said dealer’s violations. 

There are good merchants and 
bad merchants in every line of 
business. The bad merchants in 
the process of “Going Broke” 
create a condition where the 
good merchants can’t do _ busi- 
ness at a profit. Any plan that 
keeps the bad merchants “in 
step” must be heavily policed and 
consequently the “Policing of the 
Plan” is of paramount impor- 
tance. 
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Adverse Effect of Alabama’ s High Taxes Shown 


Sales are Restricted, 
Assn. Secretary ‘Says 


MONTGOMERY, Ala.—C. E. 
Anderson, executive secretary of 
the Automobile Dealers’ Assn., 
has just completed a compre- 
hensive survey of the automobile 
and gasoline tax situation in five 
southern states, which discloses 
the adverse effect in Alabama be- 
cause of high taxation. 


Anderson’s report is based on 
official figures inclusive to Jan. 1, 
1936, and was released this week. 
They show: 

Total motor vehicle 
tions. 


Alabama 
Tennessee ... 
Georgia 
Florida 
Mississippi 
State receipts from motor car 
registrations: 
Ebacvavecessovecssscssccese $3,527,781 
CO eroccerccccocnccccceccce & 3,533,502 
1,248,278 


registra- 


Alabama 
Tennessee 
Georgia 

Florida ° ° 
Mississippi 1,740,856 


Motor truck registrations: 


Alabama 
Tennessee 
Georgia 
Florida 
Mississippi 33,306 


Per cent of ownership to popu- 
lation: 


Alabama, one car to every 

Tennessee, one car to every 

Georgia, one car to every 8.49 persons 

Florida, one car to every 4.53 persons 

Mississippi, one car to every......10.53 persons 

National average 4.86 persons 
State gasoline receipts: 

Alabama 

Tennessee 

Georgia 

Florida 


. 38,989 
-» 42,031 
. 66,079 


11.68 persons 
8.25 persons 


$10,269,346 
14,966,016 
15,771,723 
17,865,732 
7,612,175 
Cites Number of Cars 


“Please compare these figures 
with the car ownership figures 
above, showing that state revenue 
is naturally based on total cars 
operating on the roads in each 
state,” the report. says. “Of 
course the more vehicles operat- 
ing on the roads the greater the 
increase in the total income.” 

Number of individuals employed 
in the motor vehicle industry: 


54,105 
. 62,708 
88,371 


Alabama 
Tennessee 
Georgia .... 
Florida . 74,674 
Mississippi . 41,283 

City automobile registrations: 

Birmingham, with 260,000 peo- 
ple, has 40,397 motor vehicles, or 
one car to every 7.4 persons; 
Atlanta, with 270,366, has 70,233 
cars, or one to every 4.4 persons; 
Memphis, with 267,188, has 40,929 
cars, or one to every 7.4 persons, 
and Nashville, with 156,000, has 
32,248, or one car to every 5.6 
persons. 

_From these figures, Anderson 


Palace Travel Coach Buys 


Former Foundry Plant 


FLINT.—Purchase of the No. 1 
plant of the General Foundry and 
Machine Co. here, and 21 acres of 
adjoining land on which a new 
factory will be constructed within 
a year has been announced by 
David D. Arehard, president and 
general manager of the Palace 
Travel Coach Corp. 

The entire plant is being re- 
modeled and will be devoted to 
the manufacture of trailer coaches 
within the next two weeks. The 
portion of the plant in use by the 
coach company at present totals 
15,000 square feet. 

Remodeling and equipping of 
the plant will involve the expen- 
diture of more than $100,000 and 
will increase the present produc- 
tion of 10 coaches a day to 50 a 
day. 

Floor space will be increased by 
100,000 square feet when the 
building program is completed. 
Recent additions to the staff in- 
clude Stewart Ramage, cost ac- 
countant, formerly with the Buick 
Motor Co., and George Smith 
designing engineer formerly with 
the Buick engineering depart- 
ment, 


concludes that because of the tax 
schedule, Alabama is selling 
fewer cars and trucks, thus cut- 
ting down on the total revenue 
collections, and that fewer jobs 
are available in the industry. 


Sales Restricted 

“The above figures should prove 
that as taxes are imposed, the 
chance of placing more cars on 
the road lessen proportionately 
and means that sales are re- 
stricted, thus resulting in a loss 
to the automotive industry as 
well as to the state,” he said. 

The motor vehicle industry last 
year paid a grand total of $17,- 
585,793 or approximately 57 per 
cent of the total state income in 
taxes, Anderson concludes. 


NEW 


CARNEGIE-ILLINOIS STEEL CORPORATION .- 


INew Joint Boards 


Created by ICC 


WASHINGTON. — Creation of 
another group of joint boards to 
handle matters arising under the 
Motor Carrier Act has been an- 
nounced by the Interstate Com- 
merce Commission as follows: 

No. 97—Gillis Cato, Mississippi. 

No. 98—Hugh White, Alabama, 
and Eugene S. Matthews, Florida. 

No. 102—Eugene S. Matthews, 
Florida; Jud P. Wilhoit, Georgia, 
and Porter Dunlap, Tennessee. 

No. 103—Stanley Winborne, 
North Carolina. 

No. 104—Stanley Winborne, 
North Carolina; H. Lester Hooker, 
Virginia, and James L. Martin, 
District of Columbia. 

No. 105—Cliff Claypool, 
tucky. 

No. 106- Hugh White, Alabama, 


Ken- 





H. Turner, Tennessee. 
107—W. H. Turner, Ten- 


and W. 
No. 
nessee. 

No. 108—H. Lester Hooker, Vir- 
ginia. 

No. 109—J. C. Pinnix, Arkansas, 
and Gillis Cato, Mississippi. 

No. 110—Hugh White, Alabama; 
Gillis Cato, Mississippi, and W. 
H. Turner, Tennessee. 

No. 111—Harry A. Barr, Illinois; 
Mike P. Conway, Iowa, and A. R. 
McDonald, Wisconsin. 

No. 112—Harold E. West, Mary- 
land. 

No. 113—Harold E. West, Mary- 
land, and James P. Tierney, West 
Virginia. 

No. 114—Frank J. McArdle, 
Maine, and Winslow E. Melvin, 
New Hampshire. 

No. 115—Frank J. McArdle, 
Frank M. Libby and Harold L. 
Garrish, all of Maine. This board 
is to consider operations in Maine 
“when involving operations | into 


Automobiles... ew Steel 
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or through foreign territory.” 

No. 116—Stephen S. Cushing, 
Vermont. 

No. 117- 
Ohio. 

No. 118—James P. 
West Virginia. 

No. 119—Thomas L. 
New Jersey. 

No. 120—Harold E. West, Mary- 
land, and James L. Martin, Dis- 
trict of Columbia. 

Joseph S. Snow, of Utah, has 
been appointed a member of 
Joint Board No. 30, for the states 
of Utah, Nevada and California, 
in place of Elmer E. Corfman. 

Thomas C. Kerrigan, Pennsyl- 
vania, has been named to replace 
P. Stephen Stahlnecker on Joint 
Board No. 41, for Pennsylvania 
and New York. 

Thomas C. Egan, of Pennsyl- 
vania, will replace William E. 


Charles F. Schaber, 
Tierney, 


Hanson, 


‘Best on No. 59 for Ohio, Pennsyl- 


vania and West Virginia. 


make 


them 


HAT 


will the Automotive 


Industry offer the public in 


1937? 


The progress made by this 


great industry in recent years is fair 


enough indication that it will set a 


fast pace 


in the 


future. Whatever 


the new demands may be in terms 


of steel, 


Before 


they will be met. 


the great change that has 


come over automobiles in the past 


few years was possible, steel had to 


be produced that would stand the 


complicated 


stampings and deep 


drawings demanded by automotive 


designers and engineers. Steel prob- 


lems which were unthought of but a 


few years ago have been answered 


mainly through the medium of met- 


allurgical advancement. 


We offer the 


and other 


facturer 


Automotive Manu- 
users of high 


grade sheets the benefits of our past 


experience in new developments and 


the opportunity to discuss ne 


lems with our research 


w prob- 


men and 


metallurgists. 


AMERICAN AUTOMOBILE SHEETS 


With which has been consolidated American Sheet and Tin Plate Company 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 


UNITED STATES 58 Pere 


Pittsburgh and Chicago 


United States Steel Products Company, New York, Export Distributors 
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Business Continues Good Denver Dealer Reports 


New Car Shortage Seen 
During Coming Months 


DENVER. — Business continues 
good in this section, according to 
local automobile men. While the 
sale of new cars has slowed up, 
which is natural for this season 
of the year, sales continue better 
than they were at this time last 
year. Sales of automobiles in Den- 
ver for the first seven months of 
this year increased 34 per cent 
over the same period of 1935, ac- 
cording to figures just released 
by Thomas Braden, secretary of 
the Denver Automobile Dealers’ 
Assn. There were 8,218 new pas- 
senger cars and 1,259 truck regis- 
tered in Denver since the first 
of the year, as compared with 
6,150 new passenger cars and 687 
trucks registered during the first 
seven months of 1935. 


Strong Demand 


Dealers here report that the 
strong demand for the first seven 
months has steadily reduced deal- 
ers’ stocks to the point where it 
now seems possible that a short- 
age of new cars will be felt late 
in September or early in October 
—a period when dealers are likely 
to be completely sold out of all 
1936 models. 

“Our business is holding up well 
in the new car department,” said 
Otis Larson, president of the Lar- 
son-Nash Motor Co., this city, 
and Nash and LaFayette distribu- 
tors. “Of course, we are not sell- 
ing as many new cars as we did 
earlier this year, but we are sell- 
ing more than we did at this time 
last year. Demand for used cars 
is good. Reports from our dealers 
in our territory is to the effect 
that the outlook for fall is ex- 
tremely bright. Colorado farmers 
are harvesting good crops and 
they will receive high prices, thus 
putting more money in their 
pockets than any crops this state 
has produced in a .number of 
years. This means that new cars 
will be sold in our state this fall.” 


Colorado is making ready to 
harvest a record sugar beet crop 
—nearly double the crop of last 
year. Fruit crops also promise 
to be record-breakers. This all 
means general business conditions 
will show improvement and more 
money will be placed in circula- 
tion as a result. 


New Sales Good 


“Our new car business is hold- 
ing up well,” said Leonard A. 
James, head of the James Motor 
Co., Dodge and Plymouth dealers, 
“although, of course, there has 
been some falling away which is 
natural for this season. Used 
cars are selling well and there is 
still a good demand for trucks.” 

Spring wheat production in 
Colorado is estimated at 4,358,000 
bushels as compared with 4,152,000 
bushels last year. The prelimi- 
nary estimate of winter wheat pro- 
duction is 5,460,000 bushels—more 


than double last year’s crop. A 
crop of 13,130,000 bushels of po- 
tatoes is the prospect. Other crops 
are also showing up well, which 
will mean the farmers will have 
more money to spend this year 
than for several years. All lines 
of business, including, of course, 
the automobile industry, will 
benefit. 

Dealers here are looking for- 
ward to the arrival of 1937 models 
this fall and are making ready to 
get off to a flying start. 


Truck Officials 
Not Gray-Beards 


WASHINGTON. — Officials of 
well established bus and truck 
lines most assuredly are not ven- 
erable “gray-beards,” even though 
the federal motor carrier act con- 
tains a “grandfather clause” 
which applies specifically to them. 


Since the phrase “grandfather 
clause” is not to be taken liter- 
ally, though it long has been used 
in regulatory measures, efforts re- 
cently have been made to dis- 
cover its origin, says a bulletin 
issued this week by the National 
Highway Users’ Conference. 

In some southern states, it is 
pointed out, a clause in consti- 
tutional provisions exempts all de- 
scendants of men who voted be- 
fore the Civil War from property 
and literacy restrictions placed 
upon suffrage rights. 


“More probably, however,” says 
the bulletin, “the term ‘grand- 
father clause’ has its origin in 
professional circles. In the old 
days, a doctor or a lawyer did 
not need a certificate of admis- 
sion to practice. When laws re- 
quiring formal admission to prac- 
tice were enacted, the old practi- 
tioners—the ‘grandfathers’ of 
their professions—were permitted 
to continue practice without be- 
ing subjected to qualification re- 
quirements applied to others.” 


Warns on Flare Law 


NEW ORLEANS.—Rigid enforce- 
ment of provisions of an act recently 
passed by the Louisiana legislature 
requiring that all motor trucks and 
buses passing through the state be 
equipped with flares and flags that 
are to be used when stopping on 
the state highways was warned of 
this week by superintendent of the 
state highways. The act became 
workable on July 28. 

It rules that at least three por- 
table flares must be placed 100 feet 
before, 100 feet behind and near 
the center of the road from where 
a parked vehicle stands. The flares 
must meet the highway board’s ap- 
proval, burn in a wind velocity of 
30 miles an hour, and in a rain of 
not more than three- quarters of an 
inch per hour and be so constructed 
as to burn 12 hours. 








AFTER ALL, EVERYONE is supposed to have a good time at a 


picnic. 


And W. E. Holler (left), vice-president and general sales 


manager of Chevrolet, derives his biggest kick, these days from dis- 


cussing Chevrolet’s all-time record-breaking sales, 


whether with 


President M. E. Coyle, as here, or with someone else. 


Tourists Safe from Bandits 


On Pan-American Highway 


By WILLIAM ULLMAN 


WASHINGTON. — Motorists of 
the United States traveling over 
the new Pan-American Highway 
in Mexico are amply protected 
from bandits, according to the 
State Department and the Mexi- 
can Embassy here. This assur- 
ence was given in response to 
inquiries following the _ recent 
holdup of a United States Sena- 
tor and other American tourists 
some 80 miles from Mexico City 
on a road which is not yet a part 
of the international highway. 

It was stressed at both the 
State Department and the Em- 
bassy that no other robberies of 
tourists have been reported and 
the Charge d’Affaires of the Em- 
bassy, Don Luis Quintanilla, 
stated that 80 motorcycle police- 


.men are patrolling the 766-mile 


link between Laredo Tex., and 
Mexico City night and day to 
protect travelers by automobile. 
In addition there are numerous 
army posts adjacent to the high- 
way from which troops could be 
drawn to combat any organized 
banditry that might be attempted 
and to pursue outlaws. The mo- 
torcycle patrol is attired and 
equipped like those in the United 
States and are especially trained 
for their duties. 

According to advice here thous- 
ands of motorists from the states 
have been pouring over the 
southern border since the new 
highly scenic highway was opened 
early in July. And although 
at least one motor club made in- 
quiry at the State Department 
about the safety of the road after 
the holdup of Senator Robert R. 
Reynolds, of North Carolina, and 
his daughter and others, there 





appears to have been no general 
timidity about venturing into the 
southern republic. 

Senor Quintanilla and the State 
Department, which has taken no 
official notice of the incident. no 
complaint having been received 
from Senator Reynolds or others, 
called attention to the fact that 
that holdup took place far from 
the present Pan-American High- 
way. The scene was near Taxco, 
west of the Mexican capital on 
the Cuernavaca road to Acapulco. 
It was, therefore, said Senor 
Quintanilla, a local police inci- 
dent such as might have befallen 
motorists in many parts of the 
United States. 


Virginia Dealers Cash 


In on Bonus Buying 
RICHMOND, Va. (UTPS).—Bo- 
nus payments and improved busi- 
ness conditions resulted in a 
marked increase in the sale of 
automobiles in Virginia during 
July. 

Title transfers during the month, 
indicating change of ownership, 
totaled 15,572, as compared to 12,- 
134 during July, 1935, Howard N. 
Smith, assistant director of the 
division of motor vehicles, re- 
vealed today. 

The number of original titles 
registered during July was 8,435, 
as compared with 6,450 in July a 
year ago. 

Smith said that, while improved 
business is putting many new 
automobiles into circulation, the 
bonus payments undoubtedly were 
responsible for many purchases 
during the month. 


In Thirty-Seven of This Year's Models 


BORG & BECK 
CLUTCHES 


oti led tdlh OF BORG- aan CORPORATION 





Ondia Dealers 
Plug to Sell 
Used Car Stocks 


By JAMES R. LOWELL 


OMAHA, Neb.—After establish- 
ing a near record in the number 
of new cars sold during the first 
seven months of 1936, Omaha 
dealers are concentrating on used 
cars this month to get inventories 
in shape for stocking 1937 new 
car models. A number of effective 
selling schemes have been devised 
to move used cars. 

Barish-Sanders, Dodge and 
Plymouth distributors has had 
success in moving used cars by 
advertising “triple-checked” cars, 
while Andrew Murphy & Son, 
Chrysler and Plymouth distribu- 
tors, is featuring a three-day driv- 
ing guarantee. 

Move Cars Rapidly 

McFayden-Stewart Co., Ford 
and Lincoln dealer, moved 143 
used cars in a short time by the 
auction sales method. Prospective 
buyers were invited to drive their 
cars to the company’s new used 
car lot where they were ap- 
praised. Full appraisal value was 
allowed on any car the customer 
purchased at the sale, this apply- 
ing as part payment, with the 
balance in monthly payments. 
Another Ford dealer, Sample- 
Hart Co., opened up a new re- 
conditioning department and 
showed prospective used car buy- 
ers through this department pre- 
paratory to making the sale. This 
firm is using the term, “recondi- 
tioned cars,” rather than “used 
cars,” with good success. 

Greenlease-Lied, distributor for 
Buick, Pontiac, LaSalle, Oldsmo- 
bile and Cadillac, guarantees every 
used car in writing, and adver- 
tises the fact that “no reasonable 
offer is refused” when made by 
either wholesale or retail buyers. 

Advertising, Too 

Miller-Knuth Co. Chevrolet 
dealers, made its advertising more 
effective by having its used car 
salesmen each pick a used car 
which the salesman believed to be 
an extra good buy, then adver- 
tise a description of the car under 
the salesman’s name. As a lead to 
get customers to come in, a $5 
reduction was given on every car 
selling for $75 or more when the 
customer brought the advertise- 
ment along. 

A no-down-payment sale last- 
ing a week boosted used car sales 
for T. J. O’Brien & Co., De Soto 
and Plymouth distributors. Pay- 
ments were distributed over a 
period to suit the buyer’s conven- 
ience. The Nash-Vriesema Co. had 
good success with used cars that 
were thoroughly reconditioned as 
to appearance as well as mech- 
anical condition. 

Omaha dealers are increasing 
used car sales by building up slo- 
gans for their establishments. 


Reo Names Longyear 
Production Supervisor 

LANSING.—Frank D. Long- 
year has been promoted to the 
post of production supervisor for 
the Reo Motor Car Co. 

Joining Reo 21 years ago as a 
traveling material procurement 
man, Longyear was later ad- 
vanced to division superintendent 
and for several years past has 
been superintendent of the ma- 
terial control division. 


Decision Is a Blow 
To Parking Meters 


PADUCAH, Ky.—As a sequel to 
the decision of the board of city 
commissioners to abandon use of 
parking meters on Paducah 
streets, Police Judge Rex Cornel- 
ison has held invalid the third 
ordinance adopted by the city 
providing for their use. 

Judge Cornelison held that the 
“city streets cannot be rented for 
parking purposes.” 





Says Correct Fi inancing— is Important 


MEWA Times 


ed 
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»s Presents 


Maker and Jobber Views 


CHICAGO. — Financing plans 
loom large in importance on the 
horizon of automotive jobbers and 
have a vital bearing on the suc- 
cess of their operations, a survey 
of the subject by the Motor and 
Equipment Wholesalers’ Assn. 
brings out in the current issue of 
the MEWA Times. The observa- 
tions, it is stated, represent a 
cross section of both manufac- 
turer and jobber views. 

“Many wholesalers have very 
definite ideas regarding time pay- 
ment sales,” the discussion states. 
“So do many manufacturers. 
These ideas are founded on good 
business practice and the insis- 
tence that the wholesaler, for his 
own good, should handle the fin- 
ancing of his own sales. 


“There were those who did not 
agree with the FHA, believing 
that its terms were so low as to 
reflect bad business; so low, in 
fact. as to kick back destructively 
later on and result in more harm 
than good. There were those who 
felt that the terms did not fit the 
industry in that they spread pay- 
ment over too long a time con- 
sidering the annual changes in 
design and the style factor in this 
trade. In fact, they maintained 
that some equipment would be 
obsolete before it was paid for. 
And there were those who did not 


Oklahoma Standardizes 


Auto Insurance Policies 


OKLAHOMA CITY, Okla. — All 
insurance companies selling auto- 
mobile casualty insurance in Ok- 
lahoma will be forced to adopt a 
standard public liability and prop- 
erty damage policy beginning 
Oct. 1. 

More than 100 different kinds 
of auto insurance policies will be 
invalidated as a result of the ac- 
tion. This is the first step in 
standardizing and controlling pro- 
visions of casualty policies, the 


state insurance board announced | 


following issuance of the order. 
‘Oklahoma City insurance deal- 


ers believe the new order will | 


bring about a rate reduction of 
25 per cent. 


policy. 


Sc ctsteathone Up 
RALEIGH, N. C. 
Revenue Commissioner Andrew J. 
Maxwell, a total of 496,984 auto- 
mobiles had been registered as of 
July 31, as compared with 453,806 
for the corresponding period of last 
year, or an increase of 43,178. Com- 
missioner Maxwell expressed the 
opinion that registrations in North 
Carolina this year would exceed last 
year’s record of 512,076 by from 
80,000 to 50,000. 


\ in the 
Heart of Philadelphia 


Convenient to the most trea- 
sured of the nation’s historic 
shrines. 


A step from railway terminals, 
shops and theatres. 


An hour from New Jersey's 
great sea coast. 


And a service and cuisine fa- 
mous through three generations. 


Rates begin at $3.50 


BELLEVUE STRATFORD 


One of the few Famous 
Hotels in America 


CLAUDE H. BENNETT, Gen. Mgr. 


Most of the agents | 
are in favor of the new standard | 


According to 








agree with the low down payment 
of the 10 per cent variety, having 
learned from past experience that 
making it too easy also makes it 
too loose and too hazardous 


“Based on the opinions ex- 
pressed, one could set down as an 
average composite recommenda- 
tion an absolute minimum of 20 
per cent down payment and pre- 
ferably 25 per cent; balance pre- 
ferably over 12 months, occasion- 
ally 18 months and rarely 24 
months, but never beyond; paper 
handled entirely by the jobber 
through his own local connection; 
plan followed to be fair to buyer 
and not to employ some of the 
small loan practices which result 
in an excessive interest rate.” 


|" successfully solving the prob- 


lems of efficient, 
operation, Hyatt Roller Bearings 
are built on the principle that 
perfection of measurement must 
be paired off with great reserve 
capacity. Precision first, of course, ¢ 
but along with it ample reserve 
capacity to preserve precision 


under the most severe service. 


PART OF 400 school bus chassis sold to the State of North Caro- 
lina by Sanders Motor Co., Ford dealer at Raleigh, N. C. Of the 400 
chassis, 325 are of a 191-inch wheel base, and were specially con- 
structed. The other 75 units are composed of the Ford standard 157- 
inch chassis with a special mounting of the gas tank on the left side. 





to Jobbers 


Fish Won’t Bite, But 


Fisherman Buy Cars 

MONTREAL. — Despite a 
poor fishery last season, 428 
more motor vehicles have 
been licensed in Newfound- 
land this year than in the 
corresponding period of 1935. 
Most of the increase is at- 
tributed to passenger cars 
which number 3,140 com- 
pared with 2,887 last year. 
Commercial vehicles at 830 
show an advance from 655. 





Gets Navy Ovdue 


ARDMORE, Pa.—The Autocar truck 
factory announces the receipt of an 
order for seven heavy duty trucks 
from the United States Navy De- 
partment. Four of them will be 
equipped with stake bodies; two of 
them will have  five-yard dump 
bodies; and one is a tractor. 


@ Years of hard service by all 
sorts of drivers over all kinds 
of roads do not lessen the 
original accuracy, strength, or 
performance of Hyatt Quiet 
Roller Bearings. 


How rigidly this manufacturing 
wear-free __ principle is observed by all of us 
at Hyatt is best demonstrated by 
how well and how long these de- A 


pendable bearings serve in cars, 


trucks, and buses everywhere. 


HYATT ROLLER BEARING COMPANY 
NEWARK, DETROIT, CHICAGO, 
PITTSBURGH, SAN FRANCISCO 


Reserve 


PACITY 


Preserves 


PRECISION 
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up on its feet and moving off 
under its own power, the steel 
roof intact, although scratched up 
a bit. 


As for the lighter side of the 
proving grounds session, Krum 
had an ice-sitting contest, with 
five colored men as the competi- 
tors. They sat on huge cakes of 
ice, wearing only bathing suits. 
The winner sat on his hunk of 
ice for a good five minutes. And 
Pierce of the New York Herald- 
Tribune and Engineer Ralph Vail 
participated in a milking contest 
which was won by Vail. Pierce’s 
excuse was that he never had 
met his cow before and hadn’t 
had any practice. Vail very gra- 
ciously promises a return match 
in Grand Central Palace during 
the New York show. 


* * * 


STUDYING THE vital statis- 
tics of the All-American Soap Box 
Derby championship, run at Ak- 
ron, O., last Sunday, and won by 
Herbert Eric Muench jr., the en- 
trant of the St. Louis Star-Times, 
you will realize the immensity of 
the project and make you have 
great respect for the modesty of 


Chevrolet, which sponsors the na- 
tional finals. 

I really believe Chevrolet is un- 
selfish in this promotion, that it 
is the main aim of Chevrolet’s 
president, Marvin Coyle, to con- 
tribute its mite to the develop- 
ment of America’s boyhood—teach 
the kids how to use their hands, 
mechanically speaking, and to in- 
still in them a spirit of sports- 
manship, the dividends from 
which will be paid in later life. 

* * * 


SAID MARVIN COYLE at the 
newspaper men’s banquet Satur- 
day night: “We entered into this 
promotion with no motives of 
publicity for our company be- 
cause we decided it was worth 
while as an activity for youth. 
We still think that way and do 
not care whether the company’s 
name ever is mentioned as co- 
sponsor. 

“It was and is an activity that 
no company could carry on alone. 
No one of you (meaning the news- 
papers) could carry it alone, but 
by co-operation it has been made 
into a fine success. Let us keep 
it clean and for youth. We are 
able and happy to share the 
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small burden that is ours in the 
Soap Box Derby. It is a dividend 
to youth.” 

* * * 

CHEVROLET’S CREDO is just 
that. It did not strut its stuff at 
Akron last week-end. A modest 
sign on the bridge over the finish 
line stated the derby final is spon- 
sored by “Akron Beacon Journal, 
America’s Leading Newspapers 
and Chevrolet Motor Co.” No 
ballyhooing over the air or other- 
wise that I could notice. Chev- 
rolet was modesty personified and 
I admire that modesty. 

*” * * 

YET IT WAS easy to realize 
that without Chevrolet as the 
sponsor it would have been well 
nigh impossible to interest 116 
prominent daily newspapers of 
the country in running local 
championships, the winners of 
which qualified for the national 
championship. More than 100,000 
boys took part in the local events 
ind it is estimated that more 
than 5,000,000 spectators looked 
on. Each newspaper sent its 
shampion and attendant to Akron 
ind paid their expenses. Chev- 
‘olet contributed the rich prizes 
ind furnished the organization to 
cun the final meet. . 

* * * 

VARLEY YOUNG of Campbell- 
Ewald, directing Chevrolet’s pub- 
icity forces (he did one of the 
yest jobs of handling a news- 
paper men’s press room I ever 
have run across), tells me that 
nore than 200,000 words went out 
over the telegraph wires and 
00,000 more by air mail. There 
were 15 wires in operation in the 
press stand and the story was 
carried, too, by the Associated 
Press, United Press, International 
News Service and the news serv- 
ices of the movies. Radio also 
contributed to the diffusion of the 
news. General Motors’ photo- 
graphic service, headed by Har- 
lan Walker, used 450 plates and 
750 prints went out that night. 
Wire photos also were distributed 
and there were four newsreel 
companies in operation. 

* * K 

THE DERBY went Democratic 
this year, the rules providing that 
not more than $10 could be spent 
on the construction of each racer 
and the boy builder must do his 
own work. I believe that there 
wasn’t a car in the champion- 
ship that cost more and the boys 
displayed marvelous ingenuity in 
making a little money go a long 
way. 

* cd a 

AKRON THIS year always will 
stay fresh in my mind, because it 
was there that I had my first ride 
in a blimp, a most agreeable ad- 
venture and made possible 
through the courtesy of Henry 
Harper, Goodyear advertising 
manager. Accompanied by Bob 
McGraw, Chevrolet dealer at 
Wheeling, W. Va., two of his fel- 
low townsmen and “Firpo,” 30- 
year-old midget, I climbed aboard 
the blimp at Winged Foot Lake, 
floated gently through the atmos- 
phere to the airport, a distance of 
eight miles, arriving just in time 
to see the start of the battle. 

n 7 * 


ANOTHER PAUL PRY has run 
out on the association. Us pre- 
viewers have lost Bob Ross, for 
quite a few years automobile ed- 
itor of the Detroit Times, who 
has joined MacManus, John & 
Adams to handle Cadillac pub- 
licity. All of which is agreeable 
to this writer, for Robert cer- 
tainly ought to know the kind of 
stuff the well dressed automobile 
editor clamors for. Taking over 
the Detroit Times job is H. S 
Walesby, better known as 
“Spoke,” who has specialized on 
aviation for the Times. 

*” ” * 

AND GREGORY FLYNN, from 
my old home town, New Rochelle, 
N. Y., writes me of an unusual] 
occurence involving my old Chi- 
cago friend, George Ballou, who 
now lives in the town made fa- 
mous by George Cohan’s song. 
According to my correspondent, 
Ballou’s car caught fire the other 
day from inside. It’s claimed that 
sun rays, playing on the plate 
glass windows, set fire to the up- 
holstery of the car. Ever hear of 
that one? 


BIG SHOTS AND LITTLE: Boarding one of Goodyear’s zeppelins 
in order to get a better view of the Chevrolet Soap Box Derby in 
Akron last week we see (left to right) Ohris Sinsabaugh, editor of 
ADN, Firpo Small, and standing in the door of the ship is Bob 
McGraw, Chevrolet dealer at Wheeling, W. Va. 


Smaller Truck Makers 
Cut Lead of ‘Big Four’ 


DETROIT.—Commercial car 
registrations for the first six 
months of 1936 plus 25 states for’ 
July not only show a gain of 71,- 
798 units over the corresponding 
period of 1935 equal to 22.22 per 
cent increase but also show that 
the Big Four—Chevrolet, Ford, 
Dodge and International Har- 
vester are losing some of the 
lead which they have held for 
the past three years. Some of 
the other makers who have 
entered the lighter field are cut- 
ting into the usual 94 per cent 
control of the truck business 
formerly held by the big four. 


From the figures shown in the 
Pink Sheet of the Aug. 19 issue 
of ADN the Big Four have drop- 
ped to 90.3 per cent volume of 
the total for the six months 
totals plus the 25 states for July. 
The Big Four for the period have 
a total of 311,415 out of the tota! 
of 346,548. Chevrolet’s gain for the 
period is 30,436 or 32 per cent. 
Ford is short only 629 units 
Dodge has gained 15,922 or 48 
per cent and International Har- 
vester has a gain of 10,981, or 
41.4 per cent. 


The inroads into the Big Four 
position have been made by sev- 
eral of the other truck makers 
who have gone in for the lighter 
units. General Motors truck has 
a gain of 7,413 units over last 
year representing an increase of 
141.47 per cent in registrations. 





Vehicles Bearing 
New York Plates 
Are Up 130,716 


ALBANY, N. Y. The number of 
automobiles bearing New York 
registration plates this year, up 
to Aug. 1, is 2,400,698 an increase 
of 130,716 over the first seven 
months of 1935, according to a 
statement issued today by Charles 
A. Harnett, commissioner of 
motor vehicles. Passenger car 
totals registered in 1936, up to 
Aug. 1, were 1,994,507, compared 
with 1,887,878 in 1935, up to Aug. 
1, an increase this year of 106,629. 


Increases in other classes of 
motor vehicles are indicated in 
the following table: 

7 Mos. 

Class 1936 
Commercial ........303,097 
ee nck ekn0s t6 27,643 
Franchise buses.... 2,277 1,476 801 
Suburban 9,811 8,782 1,029 
TE. “ccacansceees 23,790 17,954 5,836 
Ambulances 577 516 61 
Dealers’ plates...... 25,338 22,991 2,347 

The number of plates issued 
for motorcycles in the first seven 
months of 1936 was 9,651. In the 
same period of 1935 the number 
was 10,040, a reduction of 389. 


“Includes taxicabs, 


7 Mos. 
1935 Increases 
290,004 13,093 


26,409 1,234 





Diamond T has a gain of 671 or 
18.8 per cent, White gained 1543 
or 80 per cent, Studebaker 730 
units or 67 per cent, Mack 894 
units for 118 per cent 


The 25 states reported show a 
gain, despite some losses here and 
there, of 4,775 units indicating 
that the month will probably 
total in excess of 60,000 commer- 
cial jobs for the month and con- 
tribute considerably to the esti- 
mated 600,000 for the year. 


ICC Postpones 


Keeshin Answer 


WASHINGTON.—The Inter- 
state Commerce Commission Mon- 
day continued until Dec. 5 an or- 
der which, in effect, restrains 
Keeshin Motor Express, of Chi- 
cago, and the Chicago Great 
Western Railway from establish- 
ing joint rates for motor-rail 
transportation between the east 
ind points in the midwest. 


Originally, the commission or- 
jered establishment of the new 
rates postponed until Sept. 6 in 
order that it might investigate 
their effect on public interest. 
The commission said Monday the 
additional period until Dec. 5 
would be necessary to complete 
investigation. 


Under the proposed rates, Kee- 
shin trucks would carry ship- 
ments from origin points to sta- 
tions on the Chicago Great West- 
ern. The trucks then would be 
loaded on flat cars, transported 
to points near their final destina- 
tion and then would take the 
highway again to deliver goods to 
the doors of consignees. 


Tire Production Up 


NEW YORK.—Shipments of pneu- 
matic casings in June are estimated 
at 5,792,319 units, compared to 5,- 
831,964 in May and 4,262,360 in 
June of last year, according to the 
Rubber Manufacturers’ Assn., Inc. 

Production of these casings in 
June was 5,609,789, against 4,970,993 
in the previous month and 3,909,832 
in June, 1935. Casings in the hands 
of manufacturers on June 30 
amounted to 7,832,911, compared to 
8,176,296 and 10,755,400. 


To Count Cars 


TALLAHASSEE, Fla.—Ten photo- 
electric counters which tabulate 
passing automobiles have been pur- 
chased by the state of Florida for 
conducting a traffic survey on im- 
portant state roads. Four large 
scales will be placed at important 
travel centers in the state to check 
on the weights of automobiles and 
loaded trucks. The data will be used 
by the Bureau of Public Roads and 
others. 





National Business Index Only 10% Below Normal 


ed 
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Trading Centers of U.S. Report|, 
Steadily Increasing Activity 


DETROIT.—Continued improve- 
ment in conditions during July 
brought the national business in- 
dex 4 per cent nearer normal, or 
to a point only 10 per cent below 
normal, according to the monthly 
survey of 147 trading areas of 
the United States conducted by 
the research division of Brooke, 
Smith & French, Inc. national ad- 
vertising concern. At the end of 
July a year ago, the national 
business index stood at 30 per 
cent below normal. 

Of the 147 trading areas of the 
United States, 80 impsoved their 
standing over June, 19 remained 
without change and 48 declined, 
the report sets forth. 


Cities Added 


“There is special significance in 
the growing number of cities in 
which conditions are normal or 
better,” continues the _ report. 
“Last February, four cities ar- 
rived at their normal marks, the 
first to do so since the depression 
set in. There are now 22 cities at 
normal or above, with seven 
others very close to the line.” 

Cities which at the end of July 
stood at normal or above and 
their percentages in relation to 
the normal line were: 

Albuquerque, 4 per cent above 
normal; Bakersfield, 6 per cent 
above; Bangor, 4 per cent above; 
Billings, normal; Boise, 7 per cent 
above; Charleston, W. Va., 5 per 
cent above; Cheyenne, 4 per cent 
above; Dallas, 7 per cent above; 
Grand Junction, 4 per cent above; 
Green Bay, 6 per cent above; Har- 
risburg, normal; Indianapolis, 1 
per cent above; Manchester, N. 
H., normal; Miami, 4 per cent 
above; Peoria 7 per cent above; 
Phoenix, 1 per cent above; Port- 
land, Oreé., 1 per cent above; Rich- 
mond, normal; Shreveport, 8 per 
cent above; St. Paul 6 per cent 
above; Terre Haute, 4 per cent 
above; and Yakima, 3 per cent 
above. 


Gains Registered 


Greatest July gains, 
dexes 


: with in- 
improving 5 per cent or 


more over June, were registered 


in these areas: 

Abilene, Augusta, Austin, Cam- 
den, Charlotte, Chattanooga, Co- 
lumbus, O., Dallas, Evansville, | 
Green Bay, Greenville, S. C., Los| 
Angeles, Lynchburg, Macon, Mem- 
phis, Pueblo, Raleigh, Reno, San 
Diego, Sioux City, Wichita Falls, 
Wilkes-Barre, Winston-Salem and 
Yakima. 

The following areas were clos- 
est to normal at the end of July: 

Abilene, Albuquerque, Augusta, 
Austin, Bakersfield, Baltimore, 


Plants Report 
Labor Stable 


Thru Summer 


(Continued from Page 1) 


early introduction of 1936 models, 
which made it possible to build 
up satisfactory field stocks be- 
' fore the spring spurt in demand. 
Advance building of inventories 
of parts and sub-assemblies dur- 
ing periods which otherwise 
would have been slack also played 
a large role. 


The high average of employ- 
ment which accompanied this 
stability record occurred despite 
the fact that factory sales of ve- 
hicles’ have remained 15 per cent 
behind the record levels of 1929, 
while the dollar value of sales is 
still one-third below the peak 
levels. 

Re-employment outstripped pro- 
duction and sales because of the 
increase in _ size, addition of 
equipment, and improvement in 
quality of all cars during recent 
years; factors which increased 
sharply the amount of labor re- 
quired per vehicle. 











Bangor, Beaumont, Billings, Boise, 
Charleston, W. Va., Charlotte, 
Cheyenne, Colorado Springs, Co- 
lumbia, S. C., Columbus, O., Dallas, 
Denver, Detroit, Fresno, Grand 
Junction, Green Bay, Greenville, 
S. C., Harrisburg, Houston, In- 
dianapolis, Jackson, Miss., Jack- 
sonville. 

Little Rock, Lynchburg, Man- 
chester, N. H., Memphis, Miami, 
Milwaukee, Minneapolis, Mobile, 
Oakland, Peoria, Phoenix, Port- 
land, Ore., Reno, Richmond, Sac- 
ramento, Saginaw, Salt Lake City, 
Shreveport, Spokane, Springfield, 
Mo., St. Paul, Tacoma, Terre 
Haute, Tulsa, Waco, Washington, 
D. C., Wilmington, Winston-Sa- 
lem and Yakima. 


AAA Joins Truckers 


To Oppose Diversion 


BOSTON.—The combined Amer- 
ican Automobile Assn. clubs of 
Massachusetts and the Motor 
Truck Club, Inc. have joined 
forces in an effort to stop di- 
version of motor vehicle tax funds 
from highway construction. A 
petition calling for an amend- 
ment to the commonwealth con- 
stitution preventing further diver- 
sion is now being circulated. 


The sponsors of the petition ex- 
pect to obtain the required 10,000 
signatures in time to place the 
proposed amendment on the ballot 
at the November election. The 
movement for a_ constitutional 
amendment has been agitated 
since 1928, and the action now 
being taken brings the matter to 
a head. 


ANGLING WAS ONE of the numerous outdoor sports at the all- 
day picnic at the Old Club, held Wednesday, in honor of Chevrolet 
regional, zone and city managers, who led in the recent “400 Contest” 
to reduce dealers’ used car inventories. Left to right, G. I. Smith, 
H. K. Bragle, and T. H. Keating, who are respectively Great Lakes, 
New England and Midwest regional managers, managed to accomp- 


lish quite a lot of good along that line, too, 


Barit Says Canadian 
Recovery is ‘Logical’ 
TORONTO, Ont. (UTPS).—A. E. 
Barit, president of Hudson Motors 
of Canada, Ltd. addressing a 
gathering of Hudson and Terra- 
plane dealers who came from cen- 
tral Canada and Manitoba for a 
conference at Tilbury, Ont., said 
Canada’s economic recovery—and 
by implication, therefore, the in- 
creased sales experienced by pro- 
ducers as Hudson in the motor 
field—is outstanding for the 
normal and logical fashion in 
which it is occurring. Canada’s 
recovery, he stressed, is being 
built on a sound foundation, and 


the Dominion, by this means, “has 
avoided the danger of creating a 
debt which may engulf the citi- 
zens later on.” 

Ross Mackinnon, vice-president 
and general sales manager, re- 
ported that shipments from the 
Tilbury plant had risen from 1,200 
units in 1933 to more than 4,000 
units so far this year. 


Johnston Elected 


BUFFALO.—F. A. Johnston has 
been elected president of the W. F. 
Groom Motor Corp., distributor of 
Hudson and Terraplane cars in this 
part of New York state. Johnson, 
treasurer of the distributing organi- 
zation, was named to succeed the 
late Wilbur F. Groom. 


Cc omplete 

I read with a great deal 
of interest your Automotive 
Almanac for 1936. 

I think it is one of the 
most complete and educa- 
tional books of its kind 
ever to be written on the 
automobile history, and let 
me congratulate you. 
James M. O’Dea, president, 
James M. O’Dea, Inc., Gra- 
ham, Detroit. 


Tests of Aged Drivers 


Brings Storm of Protest 

BOSTON.—A storm of protests 
from widely separated sources has 
followed the announcement of 
Registrar of Motor Vehicles Frank 
A. Goodwin that he planned to 
re-examine all drivers over the 
age of 65 to determine whether 
they are still capable of efficient 
operation of a car. The registrar 
said the re-examinations would 
start Sept. 1, and that he expected 
at least 2,000 persons over 65 to 
surrender their licenses rather 
than take the test. 

State Representative Samuel H. 
Cohen of Boston has already filed 
a bill in the state legislature, 
which convenes next January, 





prohibiting the new tests on the 
ground that they are “cruel and 
humiliating” and “the unwar- 
ranted action of a dictatorial de- 
partment head.” 


Co. 20 Years Old 


JACKSONVILLE, Fla.— Celebra- 
tion of its 20th anniversary of serv- 
ice as a Ford dealer in the Jackson- 
ville territory brought on a special 
section of the Florida Times-Union 
here by the Duval Motor Co. 

The Duval Motor Co., employing 
100 persons, handles Fords, Lin- 
colns and Ford parts for this ter- 
ritory. 


Three Popular Priced Models 


‘A NAME KNOWN THE WORLD OVER 


A sound, 


straight-forward program 


of merchandising, offering maxi- 
mum profit possibilities. 


STANDARD MODELS 
and 


STREAMLINED 
DELUXE 
MODELS 


Designed 
and Built 

By World’s 
Largest 
Manufacturer 
of Readi-Cut 
Houses 


TRAILER DIVISION, BOX 95 — THE ALADDIN CO. — BAY CITY, MICH. 


already been allotted 


K. M. SCHAEFER 
General Sales Manager 
(Trailer Division) 


The Aladdin Co. 


Box 95, Bay City, 
Dear Mr. 


Many car 
dealers have 


territory since the Aladdin 
expansion program was announced 


August Ist. Prompt action will assure 


Name 


you a place in the Aladdin program with 


a quality product and the backing of 30 years of 
national advertising. Write today. 


City.. 


Schaefer: 


Without obligation, 
mediate trailer market and how I can share in the sub- 
stantial profits being made. 


Aladdin 
Has Public 
Preference 


Tear 
Off and 
Mail Today! 


Michigan 


send me the FACTS on the im- 


(Attach letterhead) 





Death Takes Norval A. Hawkins, Pioneer Sales Chief 


Was First Ford Sales Head 
And Headed GM Sales in’22 


(Continued from 


sighted, dominating sales direc- 
tors of the automobile industry. 
His optimism and courage are 
credited with having set the pace 
which resulted in manufacturers 
changing their outputs from a 
few thousand cars a year to hun- | 
dreds of thousands. 

Although he was connected with 
the Ford Motor Co. in 1904, Mr. 





NORVAL A. HAWKINS, first 
Ford sales director, who died sud- 
denly in Detroit, Thursday, at the 
age of 69. 

Hawkins did not take over the 


Ford sales until 1908. The year 
before he became the company’s 
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sales manager, 14,887 cars were 
sold. Under his administration 
the sales and assembly plants in- | 
creased to 86 and the dealers or- 
ganization to nearly 11,000 out- 
lets. 

In 1917 there were distributed 
through dealers to retail buyers 
815,912 cars and the constantly 
increasing output of the great 
factory with its assembly plants 
and branches was always kept 
oversold. All automobile sales 
records for that time were broken 
in May, 1917, when 86,706 were 
shipped to buyers. Of this num- 


uted in one day. 

It is said that the quotas he set 
up for his sales organization to 
achieve, and his tireless vigilance | 





in seeing that they were realized, | __ 


set the pace which changed auto- 
mobile making from practically | 
a hand-power operation to a pro- 
duction system, with reduced 
costs and lowered prices as the 
output grew. 


Sold Utility 

Norval Hawkins, at a_ time 
when the automobile was con- 
sidered a sporty luxury, foresaw | 
its utilitarian value and went out 
to sell cars on that basis. When 
there were still scarcely any 
good roads in the country, he 
drove home to doctors, farmers, 
business men and others the fact 
that they could “get there” 
quicker and at less cost in a 
Ford. 


A constant traveler, 
made countless sales 


Hawkins 
tours | 


pe EEE 
aT I BF | 
i 

| 


ADN will cover the 
Auto Shows 


ID 3G 


| need 


| business men 





CHEVROLET’S LEAD in registrations in California may have 


ber. 3.964 were built and distrib- | something to do with the high spirits of Felix Doran jr. (left), assist- 
a ant general sales manager of Chevrolet in charge of the western half; 


K. M. Chase (center), Pacific Coast regional manager, and W. G. 


Lewellen, 


director of mass selling, 


who ground out some vocal 


harmonies at the Chevrolet executives’ picnic held Wednesday at the 


Old Club. 


through the country. <A_ true} 
evangel of the new industry he} 
represented, he addressed cham- | 
bers of commerce and _ civic) 
groups preaching the automobile 
gospel, pleading for good roads} 
and winning the confidence of | 
and bankers who)! 
were inclined to view the automo- | 
bile with a doubtful eye. 

His aggressiveness in these 
talks, the dynamic force of his| 
personality, his optimistic fore- | 
casts concerning the future of | 
the industry and the self-confi- | 
dence which he displayed usually 
resulted in widespread publicity | 
upon the occasion of his visit to 
a city. At times in the early} 
days, he was unjustly accused of 
“carrying a press agent” with him 


when, as a matter of fact, he was| : : 
|} sums received by Mr. Hawkins as 


| remuneration from the Ford Mo- 


| simply “big news” himself. 

At a time when cars sold for 
cash, Mr. Hawkins foresaw the 
for a time payment plan. 


| He fostered this idea and around | 


with issues of... 


Saturday, Nove 


Delivered nationally Monday the 9th, two days prior to 
New York Show, opening Nov. 11th, with special atten- 
tion given the National Truck Show opening at Newark, 
N. J., on this date. 


Wednesday, N 


Covering the actual show opening by teletype and wired ae 
photos direct from our own editorial staff in New York. | risking too much on the chance 


Saturday, November 


Covering the opening of the Chicago Show and con- 


tinuing the new and wired 
results at New York. 


Wednesday, N 


News from both New York 


addition wired reports from ADWN staff correspondents 


mber 7th 


1911 the Ford Motor Co. made 
its first deals of this kind with 


|a finance firm operated by J. A. 
| Markel in Norfolk, Va. 


Markel’s 


practice was to take a chattel 


| mortgage on the car and the bal-| 


ance would be 
period of from 
months. Today, between 75 and 
80 per cent of all automobiles | 
are sold on the time payment 
| ae. 


payable over a 
three to five 


Soothed Bankers 


Early automobile dealers had a} 
hard time getting any financial | 


| assistance from their local bank- | 


ovember llth 


14th 


reports of the three days’ 


ovember 18th! 


and Chicago Shows and in 


of the results at Columbus, Detroit, Boston, Washington, 
Cincinnati, St. Louis, Denver, Los Angeles, and San 


Francisco Shows then in progress. 


November 2Ilst 


Final results from New York and Chicago and continu- 
ing reports from all shows, including the Brooklyn, 
Baltimore, Cleveland, Buffalo, Newark, Pittsburgh, and 


Saturday, 


Kansas City Shows. 


MAY WE SUGGEST EARLY RESERVATIONS 
FOR ADVERTISING ANNOUNCEMENTS 


THESE IMPORTANT 


Antomotiue 


The National Newspaper of America’s Greatest Industry 


DETROIT 


IN 
REGULAR ISSUES? 


| So successful was he that 
| comparatively short time bankers 


| attention. 
| foresight 
| chandising value and set about 49 


| in tangible returns. 


| E. LeRoy Pelletier, 
|@ campaign that for pure mer- 


|ers. The bankers, particularly in 
the smaller towns, regarded the 
new industry with suspicion and | 
the dealers as gamblers who were 


that the motor car would prove 
popular. 

Mr. Hawkins, checked 
it. In company 
Perry, then president 
|of the largest bank in Kansas 
| City, 
smaller towns meeting the bank- 
|ers and winning their confidence. 
in 


in even the smallest communities 


were taking up the sight drafts | 
| of dealers and assisting them in| 


many other ways. 
Advertising was a sales tool 
that early came to Mr. Hawkins’ 
With characteristic 
he realized its mer- 


make the Ford advertising bring 
With the aid 
of Detroit’s advertising veteran 
he launched 


| chandising effect compared well 


Baily News 
| 
| 
| 


with the campaigns of today. And 


this at a time when most manu-| 


facturers were confining their ads 

to their trade names and the 
price of their product. 
War Activities 

During the war year of 1918 

the facilities cf the Ford Motor 


in his 
| Selling effort by this attitude, set 
| out to change 
| with J. W. 


he set out on a tour of the} 


a i 





Co. were almost entirely turned 


over to the government. The 
War Department requested Mr. 
Hawkins to assist in the adminis- 
tration of the motor branch of 
the Detroit district under Gen 
George W. Goethals, for which 
he was given a leave of absence 
by the Ford Co. In January, 
1919, he resigned to devote his 
entire time to his own business 
interests. 

Two years later, in March, 
1921, he joined the General Mo- 
tors Corp. as advisory expert in 
charge of advertising, selling and 
service of all divisions. In 1923 
he resigned this post to again de- 
vote himself to his_ private 
activities. 

Received Vast Sums 
Many rumors concerning the 


tor Co., and later from Genera! 
Motors, have been current in the 
industry for years. The most 
widespread of these tales is that 
he had a contract to receive one 
dollar per car for every Ford sold 
under his direction. This, accord- 
ing to unimpeachable sources, is 
not true. However, his salary 
with General Motors was $150,000 
a year, he once testified in court. 


Among his many activities 


| after leaving the automobile field 


in 1923 was the accounting firm 


| of Hawkins, Gies & Co., which he 


had organized in 1898. He was 
an active member of this firm at 
the time of his death. 

He founded the Sturgis Stee! 
Gocart Co., of Sturgis, Mich., @ 
$3,000,000 firm devoted to. the 
manufacture of steel baby car- 
riages, of which he was president 
He was chairman of the board o! 
the Detroit Lubricator Corp. anc 
conducted many classes | in sales 





dustry.” 


manship, advertising and business 
efficiency. 

Two of his business manuals, 
“The Selling Process” and “Cer- 
tain Success,” which he published 
himself and sold more than 
80,000 copies. 

For many years the persuasive 
powers that had made motor car 
sales history were devoted to 
raising funds for charitable pur- 
poses. He organized the Boys’ 
Club of Detroit and for three 
years raised all the money for its 
support unaided. When _ told, 
while a _ patient in  Detroit’s 
Harper Hospital, that there were 
no funds for needed improve- 
ments, he went out and raised 
$55 000, which he presented to the 
institution. Countless other ex- 
amples of his generous spirit and 
organization are cited by those 
who knew him personally. 

Ruined in Crash 

The collapse of the Detroit 
banking structure in 1933 carried 
away Mr. Hawkins’ entire per- 
sonal fortune. Last November he 
filed a voluntary petition in bank- 
ruptcy in Federal Court, listing 
his liabilities $350,377.46 and his 
assets at $293.45. 

“Every one of the obligations 1 
owed the Detroit banks,” he de- 
clared, “was secured by collateral 
consisting of stock in the Detroit 
banks and trust companies. Prac- 
tically everything I owned was 
tied up in those stocks. 

“When the _ crash 
wiped me out.” 

It is estimated that his stocks 
in banks, trust companies and 
real estate companies had a par 
value of around $1,000,000. These 
securities, held by the banks, are 
now practically worthless. 

Mr. Hawkins was one of De- 
troit’s leading golf enthusiasts. 
He was president of the Detroit 
District Golf Assn. for the past 
two years. He was a member of 
the Detroit Golf Club and served 
as its treasurer from 1927 through 
1929. 


came it 


Sincere Tribute 

In tribute to his memory, Frank 
L. Klingensmith, former  vice- 
president and treasurer of the 
Ford Motor Co., for many years 
intimately associated with Mr. 
Hawkins, has the following to 
say: 

“It was his broad-gauge ag- 
gressiveness, his foresight, cour- 
age and resourcefulness. that 
blazed the trail for present day 
automobile selling methods. He 
anticipated the growth of the in- 
dustry and set the pace which 
manufacturers had to follow. He 
envisioned the possibilities of the 
industry and by his honest, elo- 
quent persuasiveness won the 
confidence of others and con- 
vinced them of the truth of his 
vision. In my mind, Norval 
Hawkins ranks with the most 
outstanding leaders of the in- 





WHETHER C. W. WOOD, national service and mechanical man- 


| ager of Chevrolet, is pulling one of those “handies” for H. B. Hatch, 


assistant general sales manager, or simply showing him the size of 
the one that got away, is a point the photographer neglected to state. 
However, the occasion was the picnic held by Chevrolet at the Old 
Club, for leading regional, zone and city managers in the recent 


“400 Contest.” 





————— 
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ICC Authorizes Railroads to Operate Trucks 


Grants Similar Rights 
For Water Carriers 


WASHINGTON. The Inter- 
state Commerce Commission 
has authorized certain railroads 
to continue in effect, until Dec. 
31, a rule in their tariffs authoriz- | 
ing them to substitute truck serv- 
ice in lieu of rail at their own 
option in the transportation of | 
less-than-carload freight. 

The application of the roads, 
filed by Agent W. S. Curlett, had 
been opposed by American Truck- | 
ing Assns., on the ground that the | 
Motor Carrier Act would be vio- | 
lated. 

Under the original authorization 
of the commission, the rule now | 
in effect would have expired Aug. 
28. 

In their application, the rails | 
had asked for permission to ex- 
tend the rule for an unlimited | 
period, or at least until Aug. 28, | 
1937. 

At the same time, the commis- | 
sion announced it had een | 
similar rights to water carriers, 
which are parties to joint rates. 

The substituted service eons | 
be performed, by both the rails | 
and the water lines, at their reg- | 
ular rates. Both rules state that 
the highway service in all cases 
must “be limited to the most 
practicable highway routing” 
near the line of the road, or 
routes of the water carrier mak- 
ing the service. 

The rails were ordered to add | 
the rule by supplementing or re- | 
issuing their tariffs no later than 
Aug. 22, upon not less than five | 
days’ notice. They also were au- 





thorized to depart from the com- | 


GE Announces Price Cut 
On 20 Auto Lamps 


CLEVELAND. Prices of 20 
types of Mazda automobile lamps 
will be reduced approximately 43 
per cent as of Sept. 1, according | 
to the incandescent lamp depart- | 
ment of General Electric Co. This 
will amount to a saving of from 
two to five cents in the purchase | 
price of these lamps, which in- 
clude bulbs for headlight pur- 
poses on all cars, both old and 
new, and for stop light and park- 
ing. 

The lamps affected and their | 
new list prices follow: 

Mazda Present New 
No. is List | 
67 : $.18 
.20 
10 
15 
.25 
.25 
.25 
25 
19 





1110 7 19 
1116 é 19 
1120 
1129 
1133 
1141 
1142 
1158 
2320 
2330 
2331 


Favors at Biiaitiiae 


Of 10% Import Charge 

WASHINGTON.—A petition has 
been submitted to the Argentine 
Minister of Finance by the power- 
ful Argentine Touring Club, con- 
cerning the elimination of the 
customs surcharge of 10 per cent, 
now imposed on all imports of 
cars, trucks, and parts. 

According to a report to the 
Department of Commerce from 
its trade commissioner in Buenos 
Aires, the 10 per cent surtax, 
which amounts to a supplemen- 
tary duty in addition to the 
charges under the regular cus- 
toms schedule, was placed in ef- 
fect Oct. 6, 1931. 


mission’s rules insofar as they 
restrict the number of tariff sup- 
plements which may be filed. 

The water lines must put the 
rule in effect by Aug. 28, on five 
days’ notice. 

Because the rails’ substitution 
proposal raised the same issues 


|} as the suspended Eastern pick-up 
tariffs, ATA suggested that as “a 


matter of reasonable interpreta- 
tion” the ICC should suspend the 
rule, pending a decision on the 
issues involved in the collection 
and delivery inquiry. 

Technical differences in docket 
numbers should not be employed 
to defeat the judgment of the 
commission in suspending the 
collection and delivery tariffs, the 
brief maintained. 





ALL GEARED UP to sell more De Sotos are L. G. Peed (left) vice- 
president and J. Frank Hughes, superintendent of De Soto’s new 
press plant now under construction in Detroit. This striking picture 

| shows the executives going over the blue prints together. 


~~ —_—_—_______— — — 


In This Cabdied 
(Continued from Page 6) 


to us.—B. L. Crandall, Olean 
Chamber of Commerce, Olean, 
ee oS) Se 


Snapped 

I was in attendance at the Tin 
Can Tourist’s Convention at San- 
dusky last Tuesday and your 
photogapher, Jack Weed, snapped 
a picture of me which ran in last 
Saturday’s issue of Automotive 
Daily News. 

Under this picture my title was 
given as president of The Ohio- 
Buick Co. My title with this com- 
pany is retail divisional manager, 
and this picture, together with 
the title given, is both embarras- 
sing to myself and G. G. G. Peck- 
ham, the president of this com- 
pany and I believe a correction 
should be made in your next 
issue—Dan J. Nolan, Retail Di- 
visional Manager The Ohio Buick 


| Co., Cleveland. 


OOOOO-ga! Grrrrrr! Tah-da-ta-dah! 

However it may sound, the toot of the 
horn is a musical tune to the man whose job it is 
to sell automobiles. A lot of toots means a lot 
of sales. Naturally! 


You'll hear an awful lot of toots in Cincinnati. 
It’s a great horn tooting town because its people 
can well afford the thousands of new cars they 
buy annually. And we'll have to admit that the 
Times-Star is pretty nearly solely responsible 
for the resultant horn tooting so sweet to the 
ears of the automotive advertiser. 


For instance, during the first seven months of 
1936, the Times-Star carried 65% MORE Auto- 
motive Advertising than the other evening 
newspaper in this market; 173% MORE than 


NEW YORK: Martin L. Marsh, 60 E. 42nd St. 


the morning newspaper; and 110% MORE than 
the Sunday newspaper. In fact, only eleven 
newspapers in the entire United States carried 
more Automotive Advertising than the Times- 
Star during that period. 


The reason for this overwhelming preference 
accorded the Times-Star is self-evident — the 
Times-Star does a complete selling job at one 
low cost, giving the automotive advertiser the 
greatest daily city and suburban circulation AT 
THE LOWEST UNIT (Milline) RATE. 


You need only the Times-Star to do the selling 
Job in Cincinnati. 


lela: 4 See al 
ast al 
Editor-in-Chief 


TIMES-STAR 





CHICAGO: Kellogg M. Patterson, 333 N. Mich. 


jobbers’ and manufacturers’ sales- 
men will supply answers to a 
series of questions calling for a 
knowledge of facts and figures 
and general information concern- 
ing the automotive industry, 
opens Sept. 1 under sponsorship 
of National Standard Parts Assn. 
and offers four prizes consisting 
of round trips to the Automotive 
Service Industries show in Chi- 
cago, Dec. 9-13. 

The contest is a new variation 


NICKELGRAMS 
— 10A—— 


Captain E. V. Rickenbacker 
of the Eastern Air Lines, re- 
cently wrote about a newly de- 
veloped exhaust manifold or col- 
lector which eliminates “freez- 
ing” danger in damp weather. 
The material used in this new 
unit must retain its stength and 
ductility at high temperatures 
and resist corrosion from burnt 
doped gasoline. Its properties 
must not be impaired by vibra- 
tion or rapid temperature 
changes and it must respond 
readily to the intricate fabri- 
cating operations. “Inconel,” a 
nickel chromium alloy contain- 
ing more than 80 per cent nickel, 
met all the requirements. 


Prominent technical publica- 
tions reported recently on the 
details of the remarkable chemi- 
cal and metallurgical labora- 
tories placed in operation at the 
Ford River Rouge plant. Since 
Good Housekeeping is one of 
the fixed policies set down by 
Mr. Ford, it was necessary to 
fit up the laboratories with ma- 
terials capable of resisting the 
ravages of high temperatures 
and particularly to resist the 
coirosive effects of the various 


acids used by the chemists. Stain- | 


less steel of the familiar 18 per 
cent chromium, 8 per cent nickel 


composition was selected as the| 


metal best suited to give en- 
during life and untarnished sur- 
face. 
building has been treated to a 
coat of the lustrous 18-8 ma- 
terial. 

All the work benches, plumb- 
ing fittings, and even the wall 
directly above the work tables 
have been covered with this 
stainless protective sheeting. 
The electic heating ovens and 
furnaces as well as the hot 
plates on the work benches are 
also completely sheathed. Visi- 
tors to the laboratory are visibly 
impressed with the expanse of 
polished stainless steel—bright 
and untarnished despite the con- 
stant attack of acids and fumes 


but would dissolve most ordi-| 


nary metals. 
* * 

With the recent award of a 
Franklin Institute medal to Al- 
bert L. Marsh, president, Hos- 
kins Mfg. Co., the public be- 
comes acquainted with the man 
who is responsible for the pre- 
sent development of electric 
heating devices for the home 
and the factory. Mr. Marsh was 
rewarded for his solution of the 
problem of producing on a com- 
mercial scale, the first satis- 
factory and reasonable priced 
electrical heating element. The 
material is known to technical 
men as “chromel,” an alloy con- 
taining 80 per cent nickel and 20 
per cent chromium. 


THE 
INTERNATIONAL 
NICKEL a 


NEW YORK, N. Y. 





The entire laboratory | 
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NSPA Inaugurates Contest for seen Jobbers 


Four Trips to » ASI Show 
Being Offered as Prizes 


DETROIT.—A contest, in which 


oo 


of the annual one which NSPA 
has conducted for a number of 
years past in conjunction with 
the annual salesmen’s conference 
that the association sponsors as 
one of the evening events during 
ASI Show week. 


Taking its cue from the popu- 
larity of the question and answer 
features which are a part of a 
number of well known magazines, 
the association has compiled a 
series of questions on the indus- 
try in general and with particular 
reference to the after - market 
portion of the industry. Care has 
been taken to word questions so 
that they can be answered in 
just a few words or with a figure. 


Copies of the questionnaires 
are being made available to all 
NSPA jobbers’ and manufactur- 
ers’ employes. The closing date 
for the contest is Oct. 31. 


Checks for full round trip rail- 
road and Pullman fare to Chi- 
cago will be sent to the two 
manufacturers’ salesmen and the 
two jobbers’ salesmen who supply 
the best sets of answers. Should 
the winners be located in the 
Chicago trade area, cash awards 
of $25 will be made. The winners 
will participate in the program of 
the annual salesmen’s conference 
in Chicago. 

“Our only purpose in sponsor- 
ing this annual contest and con- 
ference,” the association officials 
state, “is to give jobbers’ and 
manufacturers’ salesmen an in- 
centive to spend some time con- 
sidering the kind of a job that 








SOAP BOX DERBY course from the air, This blimp’s-eye view of 
“Derby Downs” at Akron was snapped from a Goodyear airship an 
hour before the race. The champions from 116 cities were arranged in 
a triple line in the circular enclosure in the foreground, in the order 
of their heats. The hill was so steep that the starting line was fixed 
some 200 feet from the enclosure, leaving an 1,100-foot run to the 
finish line down at the timer’s bridge. 


they personally are doing and, if 
possible, to cause them to give 
some thought to facts and figures 
on the industry and perhaps 
thereby secure a broader picture 
of it and of the importance of 
their position in it. Winners and 
non-winners alike in past years 
have expressed such approval of 
this annual NSPA activity for 
salesmen that the board of direc- 
tors has again approved expendi- 
ture of the funds necessary to 
continue it in connection with the 
1936 show.” 


IAA Convention 


NEW YORK.—The International 
Acetylene Assn. will hold its 37th 
annual convention in St. Louis at 
the Jefferson Hotel, Nov. 18, 19 and 
20. This will be the first time that 
the convention has been held in St. 
Louis. Technical sessions will be 
held each afternoon and on _ two 
evenings. Wednesday evening, Nov. 
18, is to be devoted to a forum on 
welding and cutting. The evening ses- 
sion, Thursday, Nov. 19, is intended 
to comprise a series of popular round- 
table discussions on oxy-acetylene 
welding and cutting practices._ 





Would Limit 


Hedge Height 


PALO ALTO, Calif.—As 
a safety measure made ad- 
visable because motor cars 
are now constructed so-close 
to the ground that the dri- 
vers can not see over high 
obstructions, the city at- 
torney of Palo Alto now is 
drafting an ordinance limit- 
ing the height of hedges at 
intersections to three feet. 
Motor car men here are of 
the opinion that other Cali- 
fornia cities will follow the 
suggestion, believing that 
many accidents may be 
averted through the en- 
forcement of such an or- 
dinance. 











New Orleans to Tax Buses 


NEW ORLEANS, La—A 2 per 
cent sales tax and a tax on buses 
are among the new revenue-raising 
ordinances adopted by the commis- 
sion council, effective Oct. 1. 

The sales tax, to be collected by 
the use of tokens, exempts auto- 
mobiles, gasoline and _ lubricating 
oils. 


The bus and trailer ordinance, as 
finally passed, reads: 


“Any person, firm or corporation, 
other than those operating under 
franchises or indeterminate permits 
from the city of New Orleans, using 
the public streets or highways in 
the city for operation of passenger 
buses employing motor power, shall 
pay 1% cents per mile traveled over 
the highways or streets, payable 
monthly on total number of miles 
so traveled.” 


NEW PASSENGER CAR REGISTRATIONS 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York ares which are compiled by Sherlock & Arnold 


STATES 


Total, 25 States 
for July 
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PASSENGER CAR REGISTRA 


GENERAL MOTORS GROUP 
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Dominion Second Largest 
Producer of Motor Cars 


MONTREAL. — The monthly 
letter of the Canadian Bank of 
Commerce contains a survey of 
the world automobile industry 
covering the past 10 years. It 
points out that in design and ef- 
ficiency the automobile industry 
made steady and impressive prog- 
ress during the past 10 years, but 
the volume of its production un- 
derwent a series of sharp fluctu- 
ations and regional shifts. 


In this connection it states: “In 
1926 production was concentrated 
in six countries: The United 
States, supplied 85 per cent; Can- 
ada was the second largest pro- 
ducer with 205,000 units, or 4 per 
cent; the United Kingdom and 
France followed closely in third 
and fourth place, and Italy and 
Germany were in fifth and sixth 
place, with only about 1 per cent 
each. A decade later, in 1935, 
world production was 3 per cent 
above the 1926 level; production 
in the United States had dropped 
to 77 per cent of the world total, 
and to 93 per cent of its 1926 
level; the United Kingdom had 
dislodged Canada from second 
place, Germany had risen to third, 
and Canada dropped to fourth 
and France to fifth, Russia had 
come into heavy production and 
was in sixth place, while Italy, 
for which no figures are available 
beyond 1934, was probably a poor 
seventh.” 

The bank’s publication briefly 
describes the situation in each of 
the leading countries. With res- 
pect to Canada it states: “The 





rate of activity in the Canadian 
automobile industry was high in 
comparison with the other major 
producers during the years 1926- 
29, production in the last-men- 
tioned year having’ increased 
nearly 28 per cent over 1926. The 
subsequent decline was, however, 
more severe than that of any 
other important producer, and in 
1932 less than 30 per cent of the 
trailer-minded and theré probably 
1926 output was produced. Since 
that year recovery has on the 
whole been satisfactory, and in 
1935 total production rose to 84//, 
per cent of the 1926 production. 
The export market for Canadian 
cars is confined largely to British 
Empire countries, and, therefore, 
the increasing production in the 
United Kingdom offers consider- 
able competition. Tentative plans 
are also being made in some of 
the Dominions to foster the do- 
mestic motor industry. Australia 
our best customer, for instance, 
has added a special duty to the 
general tariff which is to be de- 
voted to this purpose.” 


Fight New Taxes 


OKLAHOMA CITY.—Members of 
the Oklahoma Motor Club, Inc., are 
preparing to fight any attempt by 
legislators to add an additional tax 
on automobile owners. 

H. L. McCracken, chairman of the 
tax commission, has suggested a tax 
might be placed on automobile own- 
ers to raise the necessary revenue to 
finance the old-age pension voted 
recently by the people. 





rts Course | of Car Industry 





TOP PONTIAC SALESMAN in the metropolitan Detroit area 


from the standpoint of going over 
is Wm. Williams, (left) of Caldwell 


his quota for the year to Aug. 1, 
Sales and Service Co., 5812 Tire- 


man Ave, With him are his sales manager, Harland Feasel (center) 
and his boss, Ralph Caldwell. Williams’ prize, presented by James A. 
Grier, Pontiac zone manager at the annual Detroit Pontiac dealers’ 


picnic at Lockhaven Country Club 
$1,000 worth of merchandise prizes 


last Wednesday, was one of over 
awarded for sales performance or 


for winning one of the many athletic contests held during the day. 


Auto Union Tells Why 


Pickle Men Are Eligible 


DETROIT.—Membership in the 
International Union of United 
Automobile Workers, one of the 
groups affiliated with the Com- 
mittee for Industrial Organiza- 
tion, is open to any group of 
workers regardless of the indus- 
try they are in if there is no| 
other union for them to join and 
membership can be retained in 
the union until an international 
union is formed for the specifica- | 
tions of workers involved. 





33 STATES FOR JUNE, 1936-1935 


Complete cumulative figures will appear each week until all 48 states or completed Unit ed States totals for the months have been printed 


California, Colorado, Connecticut, 


Indiana, Iowa, Kentucky, Maine, 


HUDS. GROUP |; NASH GROUP | 


STATES 


Total, 25 States 
for July 


LaFayette 





Arizona 


Massachusset s, 


AUBURN 


New York, Oklahoma, 


NON-AFFILI 


Mississippi, New Jersey, 


Packard 
Pierce- 


Announcement of this position 
was made by Homer Martin, pres- 
ident of the UAW International 
Union, in connection with action 
last week of a Toledo local of 
the UAW in taking into its mem- 
bership employes of the Har- 
bauer Co., packers of condiments, 
pickles, mustard. Following or- 
ganization of the Harbauer em- 
ployes, a sitdown strike was held 
and the company was forced to 
sign a union contract since this 
is its busy season, providing for 
a wage increase, seniority and 
union recognition. 


States missing include, Alabama 
Oregon, Tennessee and Texas 
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Bonus-Bought 
Auto Is Free 
From Seizure 


OKLAHOMA CITY Okla.,— 
Property purchased with war 
veteran’s bonus money is exempt 
from executions and levies 
brought for the purpose of col- 
lecting debts District Judge Ben 
Arnold has ruled. 

The decision was made on a 
plea by John B. Disney, 39-year- 
old Oklahoma City war veteran, 
who claimed his automobile, 
bought with $250 of his $350 bo- 
nus, was seized by the court of a 
justice of the peace. It was being 
held for sale to satisfy a 1929 
debt. 


The plaintiff will appeal. 





Motor Carriers Name 


OKLAHOMA CITY, Okla.—Arthur 
Holloway, of the legal staff of the 
corporation commission, has been 
named a district supervisor for the 
motor carrier bureau of the inter- 
state commerce commission. 

The new appointee will work un- 
der direction of Ray G. Atherton, 
Little Rock, Ark., who is district di- 
rector for Oklahoma, Arkansas and 
Louisiana. 

There will be five district super- 
visors, with offices to be established 
in Oklahoma City, perhaps in Tulsa, 
and in the other two states of the 
district. 


If you believe... 


IN SAFETY 
Sell 
LORRAINE 





Safe driving is a nationwide topic of interest 
to everybody, creating a widespread demand 
for better road illumination. A reasonable 
rate of speed for daytime may be dangerous 
at night without the proper lighting equip- 
ment. 

The fall of the year, when days become 
shorter, is the proper time to feature light- 
ing equipment. Also, during this period, 
fogs are prevailing and there is no better 
time to display and sell Fog Lights. 
Lorraine, the pioneer, leads as usual in new 
features and designs. The new Lorraine 
Fog Light is a worthy companion to the 
popular Lorraine Driving Light, the only 
spotlight with a lamphead that turns in 
every direction. 

An attractive catalog, with discount sheets, 
will be mailed on request. 


APPLETON ELECTRIC 
COMPANY 


(Automotive Division) 
1709 WELLINGTON AVENUE 
CHICAGO, ILLINOIS 
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Automobiles Have Set Recovery Pace in America 


Drop in Output 
Brings Selling 


Of Motor Shares 


By ©. J. ALEXANDER 

NEW YORK.—An executive of 
a Wall Street house the other day 
remarked to your correspondent 
that if other im- 
portant  indus- 
tries only could 
catch up with 
the automobile 
business, the un- 
employment 
problem would 
be solved and 
the country 
could be said to 
be definitely 
prosperous. 

C. J. Alexander This led to a 

comparison of 
recovery in the production and 
sale of motor vehicles and gains 
in other sections of industry. The 
figures confirmed the general 
view that automobiles have set 
the pace, with steel currently 
running ahead of the rest of the 
field chiefly as the result of the 
fact that the motor industry 
happens to be the major con- 
sumer of steel. 

Although government and other 
statistical agencies usually com- 
pare current production with the 
average for the three years 1923- 
25 to obtain a line of the degree 
of recovery, it is hardly fair to 
contrast current automobile out- 
put with that of those years be- 
cause it was then that the in- 
dustry was just reaching volume 
production when measured by the 
standards of today. If the output 
in the first half of 1936 is com- 
pared with the average for that 
period in 1923-25, for instance, it 
is found that the total for this 
year is more than 220 per cent of 
that of the earlier average. It can 
hardly be said that automobile 
production is 220 per cent of 
“normal” unless one is willing to 
accept as normal a figure that is 
obviously too low. Certainly the 
automobile manufacturers aren't 
willing to accept such a calcu- 
lation, even though some of the 
older industries are willing to 
look back on 1923-25 as a period 
of normal business. 


1928 and 1930 Alike 


In looking back over the sta- 
tistics, we find that motor ve- 
hicle production in the first half 
of 1928 and that of the first half 
of 1930 was almost identical. In 
comparing the output for the first 
six months of 1936 with those 
years, we discover that it was 
112 per cent of the 1928-1930 av- 
erage. On the other hand, steel 
production was 87.5 per cent of 
the same average, railroad freight 
car loadings about 70 per cent 
and building contract awards 
only 41 per cent. 

Including the 1929 boom year, 
we find that automobile output 
this year was 97 per cent of the 
three year average for 1928-30, as 
_against 82.5 per cent for steel, 68 
per cent for freight car loadings 
and 41 per cent for building. 


Activity in automobiles may be 
said to have aided steel operations 
and railroad traffic, but neither 
steel, loadings nor building can be 
said to have aided the motor car 
industry. Thus, it is apparent that 
the car builders have achieved 
their recovery largely by their 
own aggressiveness, as refiected 
in improved quality of mer- 
chandise without increase in 
prices, high-type salesmanship and 
general appeal of their product. 
At least that is the verdict of 
local financial authorities, who 
constantly point to this industry 
as an example of what may be 
done in the face of obstacles. 

In the meantime, Wall Street 
has been up to its old trick of 
selling motor stocks when pro- 
duction goes off regardless of the 
fact that such a reduction may 
be perfectly normal and merely 
reflect slowing down incident to 


preparations for the next year’s 
models. The sharp dop in output 
last week was followed by a de- 
cline in prices early this week. 
Some -rallying power was exhib. 
ited later. 

The Automotive Daily News 
stock price averages for Aug. 19 
compared as follows with those 
of a week earlier and a year ago: 
This Year 
Week 
47.73 
50.53 
40.98 


25.94 


Last 
Week 
48.64 
51.64 
41.22 


Change 
—0.91 
—1.11 
—0.13 


+0.53 


24 Motors 

10 Car-truck co's... 

10 Parts-accessories. 

4 Tire-rubbers 
Chrysler Drops 

The tires and rubber 
caped the selling that 
motors and bought as favorable 
earnings reports for the first 
half made their appearance. The 
actual price of Chrysler dropped 
about 6 points during the period 
covered by the averages but 4 
points of that decline represented 
the discounting of the $4 dividend 
to be received by all those who 
held the stock on Aug. 13. Since 
those who held the stock on Aug. 
13. got the $4 and those who 
bought the next day did not, the 
price automatically dropped 4 
points. Such discounting of divi- 
dends is normal, although often 
in case of small payments the 
price may rise enough in one or 
two days to offset entirely the 
dividend. 

A feature of the dividend news 
of the week was the resumption 
of payments on the common by 
Timken-Detroit Axle with the 
declaration of a regular of 25 
cents and an extra of a similar 
amount, payable Sept. 21 to stock 
of record Sept. 10. This will be 
the first payment on this stock 
since 1931 and places the shares 
on a $1 annual basis. The regular 
also was declared on the pre- 
ferred. 


stocks, es- 
swept the 


Goodyear Declares 


Goodyear declared $1 on its 
preferred, payable Oct. 1 to stock 
of record Sept. 1. This was the 
Same amount as paid in recent 
quarters. It is expected that stock- 
holders will be presented with a 
plan to wipe out the arrears on 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, 3:15 P.M.—Heavy selling came into stocks today 
and carried motor shares down with other sections of the 


market. 


points in the sharpest decline in weeks. 


was a disturbing factor. 


Goodyear preferred before the 
end of this year. The plan is ex- 
pected to provide for the ex- 
change of present stock for shares 
bearing a lower dividend rate. 


American Chain _ stockholders 
will meet Sept. 4 to vote on re- 
classification of 140,000 shares of 
authorized but unissued preferred 
stock, an increase in the author- 
ized common from 357,143 to 500,- 
000 and elimination from auth- 
orized capital of the preferred 
stock not reclassified when all 
the outstanding shares of existing 
7 per cent preferred have been 
purchased or otherwise retired. 


American Chain Meets 


To Reclassify Stock 
BRIDGEPORT, Conn. — Ameri- 
can Chain Co. has called a special 
common stockholders meeting for 
Sept. 4 to authorize reclassifica- 
tion of 140,000 shares of author- 
ized but unissued preferred stock, 
increase in the authorized com- 
mon stock to 500,000 shares from 
357,143 shares, and _ elimination 
from authorized capital stock of 
the corporation of the preferred 
stock not reclassified when all the 
outstanding shares.of existing 7 
per cent preferred have been pur- 
chased or otherwise retired. 


These steps are in conjunction 
with a proposed new plan deal- 
ing with the present preferred 
stock on which dividends are in 
arrears and involving a new con- 
vertible preferred stock. 


Chrysler and General Motors dropped several 


European news 





Goodyear Tire 


Income Gains 


NEW YORK.—Operations of the 
Goodyear Tire and Rubber Co. 
and subsidiaries in the first half 
of this year resulted in a net profit 
of $3,598,683 after depreciation, in- 
terest, federal income taxes, sub- 
sidiary dividends and other 
charges. Allowing for dividend 
requirements on 752,854 shares of 
$7 cumulative preferred stock on 
which there are dividend arrears, 
the profit is equivalent to 62 cents 
each on 1,540,400 no-par shares of 
common stock. No provision was 
made for federal surtax on undis- 
tributed profits. Net profit in the 
same six months of 1935 amounted 
to $2,404,778, or $3.19 a share on 
the preferred stock, outstanding 
in the same number of shares. 
Net sales increased to $90,908,6 
from $78,828,359. : 


Collections Gain 


AUSTIN, Tex.—The comptroller’s 
department reports that gasoline tax 
collections for July totaled $4,007, 
147.60, as compared with $3,661,754 
in August, 1935, the previous high 
month. Collections for the first 
eleven months of the current fiscal 
year were $37,126,707, compared with 
$37,152,927 received in the entire 
preceding fiscal year, it is stated. 
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GMAC Issues 
To Be Offered 


NEW YORK.—Plans were com- 
pleted for the offering this week 
of 100,000,000 General Motors Ac- 
ceptance Corp. debentures, repre- 
senting the second largest item 
of corporate financing under the 
Securities Act. The issue will con- 
sist of $50,000,000 10-year 3s and 
a like amount of 15-year 3s, 
both paid at 101%. Morgan Stan- 
ley & Co. will head the offering 
group. 

The entire proceeds of this fin- 
ancing will be applied to the re- 
tirement of short term notes and 
to the purchase of receivables in 
the ordinary course of wholesale 
and retail financing, or for ad- 
vances to subsidiaries for these 
purposes. The corporation is the 
financing subsidiary of the Gen- 
eral Motors Corp. 

The 3 per cent debentures will 
be redeemable as a whole, or in 
part in amounts of not less than 
$5,000,000, at 102 if redeemed on or 
before Aug. 1, 1938, with succes- 
sive reductions of one-half of 1 
per cent for each two-year period 
thereafter to and including Aug. 
1, 1944. No premium will be paid 
if they are redeemed after 1944. 

The 3%s will be redeemable in 
whole, or in part in amounts of 
not less than $5,000,000, at 103 on 
or before Aug. 1, 1938, with suc- 
cessive reductions of one-half of 
1 per cent during each successive 
two-year period thereafter to and 
including Aug. 1, 1948, after which 
date no premium will be paid. 


Steel Mills Hit 
72% of Capacity 


NEW YORK.— Operations in 
the steel industry for the current 
week advanced 2.2 points to 72.2 
per cent of capacity compared 
with 70.0 last week, the American 
Iron & Steel Institute estimates. 

A month ago operations aver- 
aged 70.9 per cent of capacity 
while a year ago the rate was 48.8 
per cent. 

A sizeable portion of this week’s 
increase was attributed by steel 
trade circles to resumption of 
operations by several steel plants 
following shutdowns last week 
for employe vacations. 

Automobile production dropped 
off sharply, but other demand 
held national steelworks opera- 
tions “almost even with the un- 
usually high August level last 
week,” the magazine Steel said 
this week. 

It estimated the operating rate 
70% per cent, down one point 
and added: “Employees’ vacations 
had more to do with the lowering 
of the rate, apparently, than any 
other factor.” 

Steel said 56,679 units were as- 
sembled in the automobile in- 
dustry last week, compared with 
81,804 in the preceding week. 


Hayes Loss 


GRAND RAPIDS, Mich. — The 
Hayes Body Corp. and its subsidi- 
aries report for the June quarter a 
net loss of $22,607 as compared 
with a net loss of $2,936 for the 
corresponding period of 1935. For 
the six months period ended June 
30, 1936, net loss amounted to $23,- 
767 as compared with a net loss 
of $52,420 for the corresponding 
period of 1935. For the 12 months 
period ended on June 30 of this 
year, there was a net profit of 
$1,253 shown. 


Globe Steel Profit 


MILWAUKEE, Wis.— Plans for 
an additional issue of bonds and re- 
port of a small profit after years of 
operations in the red were an- 
nounced Aug. 12 by the Globe Steel 
Tubes Co. here. For six months 
ended June 30 the firm had profits 
of $41,000 subject to later audit, 
after deducting operating expenses, 
taxes, bond interest and depre- 
ciation reserve. The company re- 
cently announced a new method of 
stainless steel surfacing of metals 
which is expected to become an im- 
portant factor in the industry. 
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Auto-Lite Celebrates 25th Year in Industry 
Founded in 1911, Firm 


Supplied Early Makers 


TOLEDO.—Exactly 25 years) 
ago this month, when a 100-mile | 
automobile trip was considered a | 
highly successful journey if com- | 
pleted with only 12 punctures, 
the Electric Auto-Lite Co. of this 
city introduced its first product 
the Auto-Lite generator, manu- 
factured for use as original equip- 
ment on cars being made by pi- 
oneers of the automobile industry. | 

This month Auto-Lite inaugur- 
ated the manufacture of a spark | 
plug, a product that rounds out | 
the company’s line of ignition, | 
starting and lighting equipment 
and provides an _ interesting 
achievement as the most signifi- | 
cant feature of the organization’s | 
25th anniversary year. 

“Just why is Auto-Lite manu-| 
facturing spark plugs?” That was 
the question following announce- | 
ment of the new product two) 
weeks ago. 

Founded in 1911 

That is best answered by pull- 
ing aside for a moment the cur- 
tain to review Auto-Lite’s history. 

Founded in 1911, Auto-Lite be- 
gan supplying generators to such 
early leaders as the Abbott-De- 
troit, the Jackson and the Pat- 
terson cars. At the 1912 automo- 
bile show, Auto-Lite introduced | 
the first two-unit, six-volt start- 
ing, lighting and ignition system, | 
the type adopted as standard for | 
the industry. 

As the World War got under 
way, Auto-Lite began manufac- | 
turing gun sights and rifle gre- 
nades for the United States army 
and sea bomb parts for the Navy. 
Right after the war, Auto-Lite in- 
troduced the Willys-Light farm 
lighting equipment and marketed 
it throughout the world. 

Durant became a new automo- 
tive customer in 1921. Nash and 
Hupp were added in 1925. The)! 
American Enameled Magnet Wire 
Co., Port Huron, Mich., was ac- 
quired. A foundry division was 
established in Fostoria, O. Ex- 
pansion was under way. 

Acquired Prest-O-Lite 

Hudson and Ford began using 
Auto-Lite equipment. To meet 
the constantly increasing de- 
mands on its manufacturing fa- 
cilities, Auto-Lite acquired by 
1930 Prest-O-Lite Storage Battery 
Corp., Indianapolis; Columbus 
Auto Parts. Co., Columbus, O.; 
USL Battery Corp., Niagara Falls, 
Oakland, Calif., and Toronto, and 
the Corcoran-Brown Lamp Co. 

At the height of the business | 
depression Auto-Lite added new 
names to its customer list—Stude- 
baker, Packard, Chrysler. New 
subsidiaries included the Owen-| 
Dyneto Corp., Syracuse, N. Y.; 


Road Mileage in Cities 


Totals 190,090 Miles 
WASHINGTON.—For the first 
time, a dependable estimate of the 
total mileage of streets in cities of 
the United States has been made. 
Streets in towns and cities with 
more than 2,500 population have 
a total length of 190,090 miles, it 
is shown by a study which the 
National Highway Users’ Confer- 
ence has just completed. 

If a motorist were to travel over 
every mile of those streets, he 
would drive approximately 30,000 
miles farther than if he traveled 
over every mile of high-type sur- 
faced highways in the United 
States. 

N. Carolina Leads 

RICHMOND, Va. (UPTS)—North 
Carolina gasoline consumption in- 
crease in 1935 was third highest 
among the state of the Union, H. 
E. Boyd, manager of the Wilming- 
ton (N. C.) Port Traffic Assn., an- 
nounced today. 

According to a table compiled by 
Boyd, North Carolina’s consumption 
gain was 11.7 per cent, exceeded 
only by New Mexico, with 13.4 per 
cent and California with 11.8 per 
cent. 


| Lite 


> 


| 
Alemite Die Casting and Mfg. Co., 
Woodstock, Ill.; Buckeye Bump- 
ers, Springfield, O., Barley Indus- 
Inc., of Detroit. 

of far-reaching 


tries, 


A merger im- 


| portance was achieved with Moto | 
|Meter Gauge & Equipment Corp. | 


of Toledo and La Crosse, Wis., in | 
1935. An enlarged engineering | 
staff and increased laboratory fa- | 
cilities intensified research and| 
improvements. 

Spark plugs in | 


the final unit 


|the ignition system and the only | 
lignition unit heretofore manufac- 
|tured only by others than Auto- 


came into the picture pub- 
licly in 1936. 


© 1936, a.c.c. 


LUBRICATION FOR 


ERA UR Laem 


Auto License Funds 


Ahead of Last Year 
RICHMOND, Va. (UTPS). 
John Q. Rhodes jr., director of 
the division of motor vehicles, 


reported that revenues from auto | 


were $522,176- 
last 


licenses on Aug. 1, 
.04 ahead of the same date 
year. 

Registrations increased to 383,- 
721 Aug. 1 as compared with 353,- 
937 on the same date in 1935 and 
373,592 on July 1, 1936. 

Total collections for the period 
from March 1 to Aug. 1 including 
registrations, titles, truck tags 
and other income with the ex- 


with $4,- 


$5,038,572.34 compared 
period 


516,396.30 for the same 
last year. 

Transfers for the same period 
ending Aug. 1 increased from 
27,105 last year to 31,853 in 1936. 


‘Set Insurance Minimum 


| 


| ity of the new motor carrier law, | 
the Interstate Commerce Com- 
mission has fixed the minimum 
| amounts of insurance which bus 
and truck lines operating in in- 
| terstate commerce must carry. 


| Bus lines, the ICC ruled, must | 


|earry at least $15,000 insurance 
|for each vehicle seating seven or 
|fewer passengers, with 


bus accommodating eight to 12} 
passengers there must be 


least $20.000 insurance, subject to | Caskie. 
the $5,000 limitation for each per- | thought 


son. Other classifications, subject 
to the $5,000 individual limit, are: 


Ask your oil supplier about his colloidal-graphited brands today 


., dag... 


Oe ee a 





} an 


| son, 


| 


a mini-| 
|}mum of $5,000 for bodily injuries | $1,000 property damage 
| ception of the gasoline tax, totaled lor death to one person. For each ance. 


“SHOCK CONDITIONS” 


When starting from cold and before oil is circulating freely - - when the 
EP ee TT CCH Cec ic cL eS 
washed from engine walls, pistons and rings due to excessive’choking - - wyatt 
aks develop - - those periods when most wear takes 


place - - when need for a durable, stand-by lubricant is paramount - - then 
Pan Ee CMe lee eCM Ub a le ORL 

A growing number of oil suppliers are using “dag” colloidal graphite with 
their oils to facilitate the formation of these graphoid surfaces. 

SPREE oa eis aM LCM <=) tu Beek <:1° (Roum a MU 
PTR Coe ee Ole Maree Ue of colloidal-graphited oils. They are building 
for themselves profitable sales and good-will. 


| Under Motor Carrier Law 


WASHINGTON.—Under author- ; Thirteen to 20 passengers, $30,000; 
|21 to 30 passengers, 


$40,000, and 
31 or more passengers, $50 000. 
Truck operators, it was ordered 
by the commission, must carry 
insurance minimum of $5,000 
for one person and $10,000 for 
accidents to more than one per- 
subject to the $5,000 per 
capita limitation. Bus and truck 
operators must carry at least 
insur- 
were made by 


The findings 


at Commissioners Eastman, Lee and 


Commissioner Clark 
th: minimums = should 
have been larger. Th2 insurance 
rates will be effective Nov. 15. 
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AT THE NATIONAL OPEN 200 yards 
from the tee, a brook cuts its channel across the 
green turf of the sunny fairway. The gallery waits 
in silence while the champion takes his stance. He 
drives with the smooth, powerful rhythm of a master. 
Every head turns to follow the white dot soaring 
against the blue sky. A sudden release of voices as 
the ball drops ten yards past the water hazard... 
and the champion walks off the tee, followed by a 
gallery drawn from all over the country by the lure 
of the greatest show in golf, a show equally attractive 


to men and women. 


IN REDBOOK (Redbooks editorial 
content selects a special audience of men and women 
just as the champion’s play selects a special gallery. 

One million alert, critical men and women buy 
Redbook every month, because its editors build a 
magazine designed to attract intelligent people of 


good taste. Redbook has no ambition to be the least 
common denominator of the mass mind. It deliber- 
ately aims at the higher level of adult readers—men 
and women who understand life in other terms than 
a fade-out clinch, who can distinguish real tears from 
glycerine and genuine humor from reconditioned 
radio gags. 

By an interesting coincidence, men and women 
on the higher taste level are also on the higher 
income level. Redbook readers average $4156 
in yearly income—about three times the national 
income per individual. ‘They represent families who 
earn actively and spend actively. 

Your message can be sent to the Redbook audi- 
ence for the very moderate sum of $2.48 per thousand 
circulation. We shall be delighted to prove the value 
of Redbook advertising with detailed facts and 
figures, upon request. 


A FINE SHOW SELECTS A FINE AUDIENCE. ADVERTISE 


Authors of 
quality write for 
REDBOOK. Alert men 


and women read them. 


WILLIAM McFEE 
SINCLAIR LEWIS 


DASHIELL HAMMETT 


CORNELIUS VANDERBILT, JR. 


HUGH WALPOLE 
SIR PHILIP. GIBBS 
PEARL BUCK 
EDITH WHARTON 
P. G. WODEHOUSE 
PHILIP WYLIE 
CARL SANDBURG 


PHIL STONG 


TO YOUR BETTER CUSTOMERS IN REDBOOK 
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